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SPEEDING 


OOD news travels fast and in as in- 
timate and friendly a trade as that 
of supreme 

curiosity possesses people to see what sort 
of a job will be done by 
The Shoe Retailer 
Boot AND SHOE RECORDER. 


shoes and leather, a 


the editors in 


merging into the new 

There is some- 

thing perfectly logical in this union. [oth 

papers have served the shoe industry for 

close to fifty years of effective journalism, 

their paths contiguous, their ideas mutual, and their aims 
an inflexible devotion to the retail shoe merchant. 


Welcome into the family of Recorder readers is 
extended to that great company of merchants who 
have week by week been readers of the Shoe Re- 
tailer—they will find much of neighborliness in 
these pages. 


Competition may be the life of trade. But there is no 
competition in the work of increasing knowledge and in 
the training of men and merchants to use the tools of 
business with readiness and accuracy. In 
publishing duplication is the curse of waste. 


industrial 


THEN it is possible to take a good idea and multi- 
ply it in the minds of more than twenty thousand 


The Best Bet 
in This Issue 
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\ What’s the Biggest Problem at Retail 


Up tHE Brain 


retail shoe merchants, we become equipped 
to do a superlatively good job in behalf of 
industry. 

Business has become so complex, due to 
that the 
business paper must serve the great func- 
tion of simplifying 
trade. What the 


from the 


increased waste action of business, 


“study of fact’ in the 
merchant needs to know 
Boor AND SHOE RECORDER is the 
shoes and materials, 
plus the simpler and most effective ways of distributing 
such When reads the AND 


SHOE RecorDER, he does so in order to parallel his own 


use and time-value of 


goods. a merchant Boot 


experiences with what he reads, or to amend and adapt 
some one else’s experience to his own. 


N this first issue of the consolidated Boor aNb SHoF 

Recorper and The Shoe Retailer we begin the experi- 
ment of humanizing trade knowledge. that 
the busy merchant must make his mental contacts with 
trade and trade practices through the printed page 
we accelerate the readability of these pages with illus- 


tration and color. 


Editor-in-Chief 


We realize 


So 


Read it 
on page 74 
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S far back as memory serves there has always been 
some popular bugaboo threatening the very ex- 
istence of the independent retail merchant. 

In the late ’90’s it was the trusts; after them came the 
department store and then the mail order house, fol- 
iowed by the house-to-house canvasser. Today it is the 
chain store. 

Each of these methods of distribution struck terror 
into the heart of the small retailer—at first. Each went 
through its period of experiment, then finally settled 
down into the niche in modern business to which it 
seemed peculiarly fitted. And still the independent re- 
tailer does 65 per cent of the nation’s retail business. 

The chain store is yet in its youth, so let’s hazard a 
guess as to the extent to which it will replace the inde- 
pendent merchant as far as the shoe business is con- 
cerned. 

The very foundation of chain store operations and 
economies is quantity. And no one can deny the fact that 
quantity and commonness always go hand in hand. 


(Juantity is the thing that creates commonness. 
words are synonymous. 

In some lines commonness is a favorable selling argu 
ment; in others, unfavorable. The grocer finds it eas- 
iest to sell what “everybody is using.” Thus the gro 
cery business lends itself to chain store operation hecaus 
in it commonness is an asset. 


UT the shoe business—that’s different. Style is the 
prime factor in the shoe industry today, and, mind 


you, style and commonness are arch enemies. Thiey ar 
distinct opposites. It will ever be so. To just whatever 
extent, therefore, style continues to dominate slices, t 
just that degree will shoes be unsuited to chain opera 


tion. 

In men’s shoes the style appeal is subordinate to it- 
trinsic value, so we find that chain stores get a larger 
percentage of the total volume of men’s business thar 
of the women’s, for quantity admittedly produces «creater 
intrinsic values. 
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Furthermore, in women’s shoes it is true that the 
higher the grade, the greater the importance of style. 
The woman who pays fifteen dollars for her shoes de- 
mands individuality, the opposite of commonness. When 
a pattern becomes common on the street and in the 
“popular price” stores, it is no longer salable to high- 
class trade. 

Quantity here becomes a liability instead of an asset. 

The demand for style and individuality is certainly 
on the increase in higher grades, and as long as this 
situation exists it hardly seems possible for the chains, 
as we now know them, to get a footing in the better 
grades of shoes. 

The independent merchant who has built his business 
on lower grade shoes has most to fear from the chains. 
Either he must raise the standard of his merchandise 
out of the quantity-appeal class or he must raise the 
standard of his service above what the chains are of- 
fering. 


But what is service? 


E. A. Filene of Boston points 
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iF you 
DON’T 


WATCH 
OUI 


pad of Boston 
points out that 
‘not one dollar of 
value can be added 
to merchandise once 
it leaves the pro- 
ducer.’—Every- 
thing the consumer 
pays above the cost 
of production 


HE PAYS FOR 
SERVICE 


out that “not one dollar of value can be added to mer- 
chandise once it leaves the producer.” Then everything 
that the consumer pays above the cost of production he 
pays for service. 

In other words, somewhere near half of the consum- 
er’s dollar goes to the merchant for the seemingly 
simple process of transferring the ownership of an 
If, in this transfer 
of ownership, the merchant helps the consumer to select 


article from the producer to himself. 


the thing peculiarly suited to his needs, then he has 
added a service value to it. If the merchant fails to do 
this, then he has no right to exist. 


HE consumer instinctively recognizes and appre- 
ciates everything that comes under this item of 
service—convenient location, clean windows, informative 
advertising, a friendly greeting, attractive surroundings, 
a pleasant atmosphere, courteous salesmen, appropriate 
styles, careful fitting, worth-while advice, and many other 
[TURN TO PAGE 86, PLEASE] 
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HARLES SCRUGGS 
C (Wright Scruggs Shoe Co., 

Spartanburg, S. C.) wires 
“the outstanding problem for fall 
is how best to co-ordinate present 
buying with future selling. Proper 
styles, colors, patterns, materials, 
lasts, etc., to meet with the ap- 
proval of their trade,” is the re- 
tailers’ problem. 


Ralph M. Broadhurst (Broad- 
hurst- Young Shoe Co., Denver, 
Colo.) states that the eternal retai! 
shoe problem is greater turn over 
which involves more sales at no 
more expense. The public must be 
educated through instructed sales 
forces, to appreciate the need of 
greater range of footwear in col- 
ors, leathers, patterns, etc. 


patterns or lasts; but how 
good black and brown will 
be. Which will be the bet- 
ter seller. How good suedes 
will be? Lizards in black, 
brown and blue will be espe- 
cially good with him. 





Arthur E. Ebbs (Swope Shoe Co., St. Louis, Mo.) 
thinks the problem of the retailer is not a question of 





A group of merchants 
tell the Shoe World 
what they think is the 
outstanding problem— 
have you the solution? 


A cross-country sur- 
vey, a month before 
the fall season opens, 
as to the paramount 
problem in the minds 
of merchants for fall, 
should reveal pretty 
clearly *‘W hat the mer- 
chant is_ thinking.’’ 
These messages state 
the problem with tele- 
graphic brevity. 


a 
Small Stores 


Are Hungry 


The outstanding 
problem in the shoe 
business for fall is 
how to get more 
business, more cus- 
tomers into our 
stores. What we 
smaller retailers 
need is small ads 
with a drawing 
power so we can af- 


ford to advertise more often. 


We need less of Reptiles, Snakes, Blue, 


etc., shoes that you cannot make a profit 
on when they are sold out. 


Concentration on lines that are known, 


carrying sizes and widths, and more adver- 
tising, also staying in my store more my- 
self, some of the reasons for a bright 1929 
and with more business coming to Fore 
River Ship Yards, it sure looks good to me. 


James Moorhead, 
Moorhead’s Shoe Store 
Quincy, Mass. 


O. D. Strayer (B. Siegel Co., Detroit, Mich.) plan: 
to co-ordinate their buying with the various de- 
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H. S. Miller (Parisian Bootery, 
Birmingham, Ala.) reports that the 
outstanding retail problem for ‘al! 
will be competition (as always 
This can be met with specializa- 
tion and concentration on certain 
price ranges and types of footwear. 
The hold their 
stock low, particularly during th 
peak months this fall, will have the 
most profitable year. 


merchants who 


A. B. Young (Young Shoe Com- 


pany, Los Angeles, Calif.) states ' 


that due to the wider variance of 
styles, weights and shades, men 
become more shoe conscious and 
business this fall should be good, 
as a consequence. Last makers 


can play a big part now in the pro- 
motion of men’s shoe business. 








partments throughout th 
house, thus being ir a better 
position to carry out th 
color scheme which has be- 
come such a factor in fal! 
business. Suedes, colors and 


reptiles will be good. 





L 
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L. F. Carlson (Trutfit Shoe Store, Cheyenne, Wyo.) 
wires “shoes of good standard makes in all sizes and 
widths, with a guarantee fit, will help solve the fall 
problem. It is also necessary to carry some extra 
gool styles and values at $5.00 and $6.00. Beautiful 


styles, quality and fit will win out.” 


B. A. Covington (Buckley’s Shoe Store, Jackson, 
Miss.) predicts that the coming fall season will be 
the best in the South for the past three or four years. 
Due to the fact that Mississippi and the surrounding 
territory is dependable indirectly on the farmer, the 
trend of business is looking forward to their results 
which are more promising than they have been in 
the past ten years. 


Mark Edison (Edison Bros. Stores, Atlanta, Ga.) 
ieels that the primal object of retailing is merchan- 
at a profit. During the coming season, keen 
competition will demand more intensive application 
of the age old principles that reflect themselves in 
successful results. 


dising 


Good knowledge of costs, ex- 
penses and profit percentages, together with consist- 
ent advertising are the all important essentials. 


Roy S. Whitmore (Providence, R. I.) contends 
that the most important problem is properly fitted 
shoes—for improperly fitted shoes change feet 
physically and tend to bring on mental and nervous 
reactions. Sales resistance of price and style would 
vanish if the public could be made to see this truth. 


Frank J. Horuff (Horuff Shoe Corporation) wires 
that although the tariff question and numerous 
strikes have had an unsettling effect on the trade, 
the outlook for fall is unusually good. Style and price 
seem to be more paramount than ever. 


Allen H. Meaders of Nashville, Tenn., considers 


We Want More 
Business 


Getting a larger 
volume of business 
will be the chief re- 
tail problem for fall. 
The general ten- 
dency is to make 
shoes and clothing 
dollars go farther. 

Regular customers 
seem to be prolong- 
ing the wear of their 
shoes. Price is the 


the outstanding retail problem for fall to be 
prompter deliveries of novelty footwear of every 
kind, thereby obtaining quick turnover and saving 
tremendous loss on short lots of high tension shoes 


Ss. W. Napier (Napier’s Bootery, Omaha, Neb.) 
wires that shoe retailers will find it a problem to 
cover the field in material, lasts, patterns and heels. 
without becoming over-stocked. This has been true 
for years; but seems to be getting worse each season. 
Manufacturers will get together on materials for the 
coming season and after the retailers have made 
their purchases, something different will be advo- 
cated in order to stimulate further buying—some- 
times causing retailers to force out certain styles at 
a loss that were intended for seasonal selling. 


Ira Welch (Welch Moore Shoe Company, At- 
lantic, Iowa) thinks that stock control and sufficient 
mark up to take care of increased selling cost that 
continues to mount higher each season, are the im- 
He be- 


lieves that co-operation on the part of manufacturers 


portant problems that confront the retailer. 


towards fewer styles and more sizes and constant 
pushing on the part of salespeople of the stock on 
hand, will solve some of the retailers’ perplexities 
and improve their financial rating. 


Dana Goodwin (Goodwin Shoe Company, Fitch- 
burg, Mass.) thinks that more pairs of shoes have 
to be sold at a profit. Now that the fall stock is pur- 
chased — right or wrong, it has to be sold. New 
styles usually start selling with a bang. A decided 
effort should be made to clean up all lines, other- 
wise the profit may remain on the shelves. Get sales- 
people to sell shoes at the original price and not 
when they are marked down for sale. 


minor consideration, 


but style, fit and material are all important. 

Shoes which by their styling and gen- 
eral appearance create a stronger desire 
for ownership, must solve the problem of 


greater volume. 


J. 


C. Fedler, Jr., 


Boston Shoe Company. 
Louisville, Ky. 
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night and da 
ing at high speed anywhere and everywhere. 
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: attend. So expect in men’s shoes new speed lines and new ideals 







. comfort. 







A remarkable survey made by the American Legion shows that in 


average price paid is $8.23—and the thing to note is that any man “w! 


SCORN TE ARE or Ere enh pene site 2 


this peace.” As one token of that comfort complex note the price averagt 
—$8.23, which is very high as men’s shoes go. 
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AN will never walk again—like he did before. The cabin air 
plane gives speed with comfort—the complete land ship comfor 


And now the sea itself is speeded up—a trip across in four days, sever: 
4 teen hours and forty-two minutes—in one speedy passage proves the rac’ 
' is to the swift. 


What effect—high speed on footwear? The possibility of change! 
The fact that speed alone is not the only requisite—for comfort mus 
No other item in man’s clothes bind, cut or injure his body—why shoes: 


membership of the organization, 2,224,250 pairs of men’s shoes are pur 
chased each year. The amount spent is $18,305,577.50 annually. The 


walked on foot” in the last war is comfort-conscious as to his feet “i 
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Kennen Sie diese hibsche Geschichte? 


gw § r & ,. 1m Gegensatz zu den Bekennern Mohammeds", schreibt 
: ein Tertianer in einem Aufsatz tiber die unterschied- 


lichen Formen der Ehe, ,,ist den Christen und Israeliten 
die Vielehe verboten.‘‘ Dann fabrt der abnungsvolle 
Engel fort: ,, Das nennt man Monotonie‘ 


7T ‘() those who know German the text con- Diccdinnienabdantininennthaeiitten 
veys the idea that the man with one pair of ware in der Tat besser am Platze bei einem Aufsatz 

° . e Beispielsweise aus der 
shoes is doomed to a life of monotony—the ree giiegremenenemcgnetne benign nun folgenden Gruppe 


e ee ° ° . den sie zu allen Anzugen tragen, wabrend es doch 
idea of dress well for distinction is becoming onerioneterwur des thabomethgneeneie tend 


Krawarte und Socken zum Anzug tu sorueren, 


world wide. There is no American monopoly staubblaven Zweireiher 


. ° oder das neue Derby-Mo 

on the thought of the right shoe for the right dell Belmont zu einem 

° e . . schonen bi Tweed- 

attire for the right occasion. " ; . . cp avenaone 

dy, agen Sie inmals h. ren Jacoby dunkelbraunem Walnut 
Willow Calf. 


uber Herren-Schubwerk. Viele Herren leben in Mc 


fur den Sommer das Mo 


dell Cheerio zu einem 
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le travel 
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; the race 


change! 
fort must 


ideals of 
E have scooped the world of fashion in 
hy shoes’ a hook-up with an outstanding merchant 
at in the of shoes in Berlin. He shipped on the Bremen 
are pur- on her world record trip a shoe with speed 
Hy. The lines of a new pattern—the dedication of the style to the Bremen was most 


nan “wh original and the design has the merit of illustrating speed lines and design 
; feet “in into the upper. The ship—the philosophy—the shoe—all from Arthur 
© average Jacoby of Berlin to the new Boot anp SHOE RECORDER. 
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Getting More Shoes Sold Right 
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Speed and Certainty 


HE Bremen in one speed passage of four days, 
; seventeen hours and forty-two minutes changes the 
entire shipping world’s idea of service—Transcontinental 
Air Rail hook-up under Colonel Lindbergh spans coast 
to coast in’ forty-eight hours in regular commercial 





trea 












service—the pace quickens. 
In the busy age ahead, time pressure is making new 






marks upon every business, every store and every man. 
To do things quickly and well, to combine speed with 
j certainty and to be able to do it not once but time and 
time again is required of every man in business, if he 
is to serve best and profit most. 

With such an acceleration of speed one would almost 
say “when can I find time to read.” The man in busi- 
ness must find time to read for if he hasn’t time to read, 
he hasn’t time to succeed. 

Would you do business with a doctor or lawyer who 
said “I haven’t any time to read.” Instantly you would 
feel that he cannot possibly be up to the times and 
mentally equipped to give you the best advice. 

How can the professional man keep up with the 























times if he is un- Fira By ae 
latest discoveries 
and practices 
within his craft. Knowledge is essential. 
Business now steps into a professional field. Only a 
poor organizer finds himself without time to read. 
No individual can equip himself to make the most in- 
telligent decisions unless he devotes considerable tinx 
to ascertaining, through reading, what is going o1 
To cultivate breadth of background and to analyze : ff- 
ciently his own problems and prospects, makes it impcra- 
tive for the business man to read at least one vwell- 
rounded business publication in order to detect deve'op- 
ments which will affect his own line. 


4 te 


The Biggest Problem 


VER a number of years, we have developed a na- 
tional contact with retail shoe merchants and now 
some thousand representative merchants of shoes serv 
us in an advisory capacity. When we want an answer 
to any problem at retail, a night wire makes spcedy 
contact so that on the day following we have a sheai of 
return reply telegrams for study and research. 
There’s something splendid about the way in whicl 
these merchants cooperate. Our telegram to them this 
week was an exceedingly difficult one for most mer- 
chants to answer in fifty words. 
If someone were to ask you right now “What is the 


’ 


outstanding problem in your life,” would you correctly 
put number one problem in its proper place or would 
the item relatively sixth in line flash into your mind as 
the paramount issue? 

These telegrams reveal the mind of the merchant as 


no other similar survey has heretofore done. ‘These 


telegrams are a remarkable penetration into the mer- 
chant mind and warrant careful and analytical reading 
by every other merchant. 

We make no attempt to cull the telegrams so that all- 
price shoe stores speak their mind and purposely our 
selection is without geographical direction. 

Here they are. Opinions straight from the field and 
out of the minds of busy men—read them. 


ae 


Square Shooters 


T takes a big man to say “I was wrong.” Very few 

have the courage to confess to an error of judgment. 
The usual procedure is to “alibi out of it,” or to ‘lame 
it onto someone else. 

There are “Big Little Men” and “Little Big 


The former attempts to cover up his inadequacie~ with 


len.” 
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luster and bold front. 
and surely from his little position because he is too big 


The latter arrives. more slowly 


for it. 

One of the worst cases of “Big Little Man” is ex- 
emplified by a former head of a former great business. 
The double use of “former” is significant, as both man 
and business are now practically out of business.) This 
individual one day raked all of his subordinates, fore and 
aft, for an error that he himself had made. When shown 
the cause of the error—in his own handwriting—he at- 
rempted to bulldoze his way out of it. 

One of the worst military disasters in history was 
caused by a blundering commander-in-chief, trying to 
cover up his mistake. 

Hundreds of brave men 
were slaughtered because 
this sublime  egotist 
not confess his 
ind retreat 


would 
error, from 
an untenable position. 
Millions of dollars are 
squandered every year 
through errors of judg- 
ment in buying and sell- 
who 


ing. The buyer 


“ouesses wrong,” unwil- 
ling to acknowledge his : 
. Retailer. 
‘ault, attempts to bluff it 
takes a 
[he man who is quick to 


out, and loss. 
ness. 
see, and quicker to re- 


fares paper field. 


trieve his 
letter. A small 
quickly taken, is better 


error, 
loss, 


than a larger one taken 
100 late. 
The man who admi‘s 
his failings grows in 
erace because he is apt 
tocheck his future trans- 
«tions against his past 
xperiences. 
The warden of a large 
prison once remarked: 
‘We have 1500 men here 
and, if we are to believe 
them all, every one of 
them is innocent. Not a 
‘ingle prisoner will ad- 
mit that it was his own 
acts that brought him here.” 
It is a human trait to deny personal responsibility for 
‘ror. Old Adam originated the alibi habit when he 
ilamed Eve for his share of that apple episode. Mankind 
las been “passing the buck” ever since. 
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Join Our Staff 


HIS WEEK Raymond L. Fitz- 

gerald, who directed the editorial 

department of The Shoe Retailer 

and has been its chief editorial writer, 

becomes an associate editor of Boot 

and Shoe Recorder. 

our readers with the same solicitude 

for their interests and welfare that has char- 
acterized his work during the past ten years 
as a contributor to and editor of The Shoe 
Mr. Fitzgerald is a graduate of the 
University of Michigan, where he gave special 
study to economics and the problems of busi- 
He devoted several years to daily news- 
paper work before entering the business 


Harry A. Chase, who has been vice-presi- 
dent and general manager of The Shoe Re- 
tailer Company and who has been elected a 
vice-president and director of Boot and Shoe 
Recerder Publishing Company, also joins the 
staff in an editorial and advertising capacity. 


Gordon Scott, who served as managing 
editor of The Shoe Retailer for several years 
and has lately divided his efforts between 
editorial work and advertising, will become 
an advertising representative of Boot and 
Shoe Recorder in the New England territory 
and will continue from time to time to con- 
tribute editorial features. 
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What a perverted view of life! 
mean. 


How unmanly and 
And how sure the punishment when the truth 
comes out. What a fine old world this will be when men 
stand up boldly and unfraid and say: “The fault was 
mine and I shoulder the responsibility. I am sorry and | 


will atone for it.” 
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Small Peanuts 


B* proud of the business you are in. 
whole fraternity. 


Stand by the 
Don’t knock competitors. I have 
this, that the 
smaller a man’s bean the 


noticed 


more room there is in it 
for peeve. Little peanut 


men live by themselves 


—they do not read thei 
trade paper nor swap 
ideas. 

They think they have 
and 


secrets, they are 


He will serve pena 
afraid of somebody get- 
ting the 


from them. 


secret away 

The fact is, 
however, we only grow 
as we give, and anybody 
who locks the world out 
shuts himself in. 


te A 


Pioneering 


/ ve seller’s market, 
as such, came to an 
1920 


speed of the machine be- 


end in (when the 


came greater than the 
consumption of the pub- 
lic), and was followed 
by a buyer’s market pe- 
riod (when he who in- 
terpreted the use of the 
goods by the public prof- 
ited best). It is 


belief that now comes a 


our 

President. 

new phase when we will 

step into a new pioneer- 

ing period, where only 

the right goods, at the right price, at the right time, 
make a profit for both maker and distributor. 


Adam was the first cobbler 
everlasting tongue 


he made a vamp with an 
out of his spare parts. 
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Arthur Schulein of Spo- 
kane, after seeing all 
of the modernistic treat- 
ments, says to himself, 
“Pll harness this fad and 
make it practical to a 
shoe store.” Here’s the 
result. 





Arthur runs his old estab- 
lished business in a new and 
modern manner, for he is 
now the sole owner and has 
been the chief factor in the 
° progress of the business 
since his return from the 
World War. 


TEBOLEE RNS LE EOI OL TEE LOEB I ant we steseaenES arose 


The result is perhaps the 
most beautiful use of mod- 
ern architecture to date. 
Spokane wins. 









Believe it or not—there’s a 
charming little room near the 
hosiery case for s—s—sh— 
changing stockings. 
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ODERN art is the skillful use of angles to express 
M artistic mass in quality and adapts itself most effec- 
tively to big city buildings, stores selling fashion merchan- 
dise and those businesses that try to capture the idea of the 
ultra-modern. 


Its best expression is in flat metals, black or colored 
marbles and wood finishes. 


Striving for something new—the effect is smartness 
of line. Some shoe stores have gone a little too far in 
new and bizarre design— it becomes tiresome. It’s 
ricky but it isn’t lasting. 


The iew use of metal includes bronze, chromium, Monel 
metal, Swedish steel, nickel, German silver, aluminum, wrought 
iron and copper. All the woods from mahogany to walnut— 
African tiger-wood, Australian lace-wood and unusual grains 


and color. 


Let’s step into the interior of the Schulein Store. The walls 
are pale citrus yellow, the ceiling salmon pink, the hangings 
burnt gold velvet and silvered metal hardware. Many mirrors 
and the light through semi-opaque glass. Little displays of mer- 
chandise in showcases trimmed with black glass and silver. 
But Mr. Schulein has not forgotten, in all this modern atmos- 
phere, that the customer and clerk need comfortable chairs. 


Two of the very latest examples 
of modern art in Europe. It is 
well to note how far you can go 
with this new architectural art. 
It ignores all conventional stand- 
ards in a way, all buildings and 
all stores in the future will be 
changed by it. Study good ex- 
amples and be sure to adapt them 
to practical usage. 
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The Eye 
Must Be Served 


—so EUROPE 


Goes Wilder and 
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N the next few weeks 313,163 young ladies will prepare wardrobes, 
including shoes, for their return to college and 4,132,125 students 
in high, preparatory and boarding schools will be thinking of foot- 


wear in terms of “putting their best foot foremost” when they step into 
school again. 


In August, most mothers are planning wardrobes for their daugh- 
ters. After the tweed coat sweater and classroom ensemble have been 
bought the serious program of shoes must be carefully attended to. 


The uppermost question is “how few shoes can she get along with 
and yet be well shod?” 


e . 
The great store of B. Altman & Co., New York—outfits many of 
the smart boarding schools and colleges in its Specialized-Equipment 


A—Rubber 
sport shoe- 
grain ca 
saddle o 
brown wit! 
mat 
B—Russ 
walking 
strap pink: 
and Wi) 
C—Simple 
for aftern 
a 14 ra 
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D—Six eyelet OXx- 
ford for general 
wear— flag stitched 
edges, imitation fox- 


ing 


E—Monk pattern of 
natural elk accent- 
mg saw tooth welt 
edge and storm welt- 


ing 


F—Evening pump 

if crepe to be dyed 

—the one high heel- 

ed shoe of the ward- 
robe 
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Bureau—indorses this sane school shoe chart. 


The six shoes shown 
are selections by Altman. 


RUSSIA calf oxford wing tip and quarter may be first choice. 
Then a smart one strap of rather sporty lines ; a rubber soled hik- 
ing type; a high close fitting rubber boot; a pair of oxford type over- 
shoes; a black patent leather one strap with 15/8 heels; and a crepe 


pump to be dyed; and if possible 
spent—a riding boot of tan calf. 

The South and Middlewest today are as keen for the latest style 
trend as is New York City. More and more the one line of shoes 
can be taken over the country—for design is nationalized. 

Sometimes a special junior miss last is used, but the patterns and 
general outlines of all grades and types of shoes are very similar in 
character. 

The keeping of a tried and tested pattern and changing the character 
of the shoe by assembling leathers of the season’s colorings, and the 
switch of a center buckle to a side button, is a new theory of the shoe 
maker. 

The famous “hot numbers” and trick patterns have passed, and now 
the well styled, carefully planned sane footwear era is as important in 
the five and six-dollar shoe as in the twenty-seven and thirty-five dollar 
types. 


and if the budget money is not all 
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LES FIND OUT HOW 


BILLY ROGERS 


BECAME A 


SHOE 









(EPISODE |) 


ILLY Wants to Buy a Store. 
When Billy Rogers’ aunt died and left hin 


session of $17,000. 

By Billy was a salesman in Parker’s Shoe Shop, whic! 

J occupied a fine position on Front Street, in the thriving 
H. WHITEHEAD manufacturing town of Fretton, Connecticut. 

Billy knew that George Morland was quite old, and 
that probably accounted for him being willing to sel 
out. 

“That guy’s fifty, if he’s a day,” was how Billy ex- 
pressed it. 

‘“Morland’s—shoes for all the family” had been in business more years thai 
Billy had lived—Billy being twenty-six. The store lacked paint and general 
had a rather seedy appearance. But then, as Morland explained, “The bus- 
ness keeps up and makes money, in spite of my being away so much. A young 
chap like you Rogers, could double the business in no time.” As Billy had’ 
guid conceit o’ himself,” he was ready to agree with Morland. 

The upshot was that when Billy came into his several thousands he prompt!) 
resigned from Parker’s Shoe Shop and got particulars on Morland’s business 
with the idea of considering its purchase. 

Now Billy liked old Parker. “He’s a good old scout, and | hope he won: 
feel bad over having me as a competitor.” Parker didn’t feel bad) 
but he offered to help in any way he could. 

With the figures on Morland’s business*in his hand, Billy wert 
to get the advice of Jethro Blunt, President of the Fretton Nationa 
Bank. He figured he’d get advice before, rather than after buy 
ing. Well, it wasn’t his idea exactly, but that of a certain Jum 
Solent. June was a demure young lady who thought Billy liad “pos 











Business Expert 
and Consultant 


sibilities.” She, herself, was the bookkeeper for the Fretton Co 

Here’s a Doctor of Company—and was reported as “having her head screwe on th 

é : right way.” | 

Sick Business Who After Jethro Blunt had scanned the figures Billy had given hin 
h he pronounced as follows: . 

Cures 4 Example “I can’t help you, I’m afraid, for I don’t know the shoe |jusines 
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the residue of her estate he found himself in pos- 
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It would seem that Morland’s price of $22,000 is high. 
uow, hm, yes, this about tells the story.” 
Shoes (at cost) 
Fixtures (cost $6,000) 
Good Will 


Let’s see 


$17,500 
3,000 
1,500 


$22, 

“He claims a net profit of $3,200 and sales of $30,000 a year. That’s 
a little better than 10 per cent on sales, which seems good. But is 
this profit net after he pays himself a salary?” 

“I don’t know,” Billy looked thoughtful. 

“How old are the fixtures?” 

“I can’t say.” 

“Are the shoes all worth their original cost?” 

“Well, I—er—haven’t found out.” 

“What does he base the good will item on?” 

“He didn’t say.” 

“I know Morland owns the building, but what rent will he charge 
vou?” 

“Gosh, I forgot to ask.” 

“Well, what rent should you pay for that volume of business?” 

Billy blushed and said nothing for a minute, then blustered: 

“Gee, I’m dumb. I don’t seem to know anything.” 

“And how can you buy a store worth $22,000, with only $17,000?” 

[TURN TO PAGE 120, PLEASE] 
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BILLY soon Discovered 


THAT managing a store 
different from selling in 


THAT a banker wants facts not 
fiction 


THAT adding a brother-in-law 


to the staff is no asset 


THAT high inventory and low 
net profit is sub-zero busi- 
ness 


THAT the boss has problems 


far into the night 








details that really 
come under the head 
of interest in the 
customer’s welfare. 

In the past there 
was, no doubt, considerable truth in the popular notion 
that a chain shoe store was a place where, once it got you 
in, it stopped at nothing short of murder to get your 
money. The salesmen were not presumed to be experi- 
enced shoe men, and if your shoes went wrong you could 
expect only a good stiff insult if you asked for an 
adjustment. 

The chain was pictured as a heartless monster, devoid 
of any interest in local affairs and opposed to all civic 
improvements, whose only object was to take every- 
thing possible out 
of the community 
and_ contribute 
nothing in return. 

3ut how times 
have changed! 
Mass production 
has been well nigh 
perfected ; mass 
distribution ha s 
eliminated many 
wastes, even ad- 
mitting that the ad- 
vantages of quan- 
tity buying have 
been greatly over- 
estimated. Now. 
unless I am quite 
mistaken, the next 
major effort of the 
chain shoe stores 
will be upon those 
things that have 
always been the 
stronghold of the independent retailer, namely, the de- 
velopment of intelligent, personal service to each cus- 
tomer, and the active participation in local civic affairs. 





BVIOUSLY these things are harder to standardize 

than is production or distribution. Still the inde- 
pendent merchant is riding for a fall if he assumes that 
because a store is a member of a chain, therefore its 
personnel is incapable of competing with him on a basis 
of service. 

What, then, is the merchant’s refuge from the “chain 
store menace?” Peculiar as it may seem, the solution 
is exactly what it would be if there were no such thing as 
a chain store. 

The constant, ruthless elimination of the inefficient re- 


tailer is nothing new. It was going on long before 









THE CHAINS WILL GET YOU 
IF YOU DON’T WATCH OUT 


[CONTINUED FROM PAGE 73] 





IVith returns coming in from schedules sent to 
approximately 7,000 chain-store organizations and 
12,000 wholesalers the Federal Trade Commission 
this month expects to place in the mails nearly 
70,000 schedules to retailers. The schedules call 
for information in connection with the Senate in- 

i field. 


received from chain stores and dealers are now in 
process of analysis and tabulation 





chain stores er, 
thought of and yi 
continue till Gabriel’, 
trumpet sounds 

It is not connpeti- 
tion,, but laziness and backward methods inside the store. 
that cause failures, as pointed out so often by Willian 
Nelson Taft, editor of the Retail Ledger. 

There is no graduating from this school of bu-ines; 
Those who will not learn must drop out, and thos: wh 
stay must forever continue to absorb new ideas an 
discard old ones.» They who fail to continually adjus 
themselves to the constant changes going on about then 
are soon missing from the picture. 

The individual retailer can learn much froi thy 
chains — the valu 
of good locations 
the common sens 
of eliminatiig th 
unprofitable items 
the necessity o 


turnover, the in 
portance o! co 
centrating pur 


chases, and the ad 
vantages of confi 
ing his efforts 
certain. grade 
rather than trying 
to cover the entir 





vestigation of chain-store operations, known as 
the Brookhart resolution (Senate Resolution No. | ETER all. avs 
224, 70th Congress, 1st session) authorising a A a 

complete survey of the situation by the Federal 
Trade Commission. The schedule returns already 


chains start 
as individual stores 
They becan 
chains simply bh 
cause the origin 
parent. store 
proved to be too limited an outlet for the ability, brain: 
and hard work their owners put on them. 

In that respect times have not changed. The chara 
teristics that make retailers succeed, or that briny fai 
ures down upon their heads, are no different from whia' 
they were twenty years ago. The difference is only i 
their application. 

Some economists insist that a period of business de 
pression would be a boon for the chains, as it woul! 
compel many consumers to seek intrinsic valuc at 1! 
expense of style. 

Without going into the other angles of that «iscu 
sion, there is no doubt that this era of style ai! pro- 
perity is ideal for the continued growth and success | 
the independent retailer who will keep pace with t!'« style 
speed and service-speed of the times. 
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ntirely free from mechanical harshness. Skilful hand-boarding gives 
orwegian Calf a natural, lustrous surface of exceptional beauty. 
liable yet firm and shape-holding. Available in black and the style- 
wvored tans and browns for fall and winter footwear. * * 


A. F. Gallun & Sons Corporation * Milwaukee, Wis. 


ALLUN LEATHERS 


ALWAYS STANDARDS OF EXCELLENCE 





THE VARIABLE |, 
AND THE 
CONSTANT 


Style is ever changing 7 often whimsical 7” subtle » 
difficult to define. Leading manufacturers of foot- 
wear have learned to depend on Gallun for correct 
style-interpretation in leathers. Style and comfort / 
-the variable and the constant ” strike a perfect 
balance in Norwegian Calf. 7 7 7: 7 7 + 


A. F. GALLUN & SONS CORPORATION 
Milwaukee, Wisconsin 


GALLUN LEATHERS 


ALWAYS STANDARDS OF EXCELLENCE 
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VIOLA 


Bik. ooze tie, liz. tri 
Spixe and Cuban, 

Br = 

Spike an 

Blue kid 

Spike and 


RAMOLA 


Mat. kid 3 eye tie, liz. 
trim, § and Cuban, 
A-B 4 


trim, 's 
A-B-C 


Pat. pa. eye tie, liz. 
trim, Spike and Cuban, 
A-B-« 


INA 


Pat. lea., strap; Spike 
and Cuban, A-B-C x 
Bro. Kid, strap; Spike and 
Cuban, A-B-C 

Mat. Kid, 

and Cuban, 

Mat. Kid, 

Louls, A-B-C 

Bik. Sat., 

Cuban, A-B-C.. 


57 Lincoln Street 
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SAYS: 


GEO. M. ROSEN 


Profit comes from getting 
the right shoes when you 
need them. We are not the 
only house which is geared 
to give you quick delivery, 
but our long record of stock- 
ing only the right kind of 
shoes puts us in a class by 
ourselves. 


When you join the ranks of 
Merchant’s customers you’ll 
soon discover how much 
worry you've left behind 
you and just how compre- 
hensive and profitable Mer- 
chants service is. 





Sree 


SHOE CoO. 


SS 


THESE SHOES No 


Ny 


CORRINE 


Bro. liz. vp. kid qtr., strap; 
Spike only, A-B-C $4.25 
ro. ooze liz. trim, -strap; 
Spike and Cuban, A-B-C. 
Blk. ooze liz. trim, we 
Spike and Cuban, A-B-C. 


DORIS 
Sat. DeOrsey ; § 


on 

White Kic 1 (rue 3 4 
only 

Silve r Kia De weedy Ss 
only, A-B-C. cvecece 


REGINA 


Bik. Sat. <> Deve 
only, AA-A-B- +++ ++ $3.60 
Blk. Pat. oni 

and Cuban, AA-A-B-C 

Mat. Kid Regent; 

only, -B-C 

Gun Metal Pat. 

Spike only, A-B-C 

White Brocaded Sat. 

gent; Spike only, A-B- . 3.60 
White Kid Regent; 

Louls, A-B- 

Silver re. gna Beers 
only, coe | 


SHOE COMPANY 


Boston, Mass. 
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SAVE $48.50 








On This New Display Case ! 
Designed Especially for 
Your Needs! Write Now! 


LIMITED OFFER 


To introduce our new model 542 we have 
deliberately cut the price from $190 to 
$141.50! And we challenge comparison 
of its quality, workmanship and design 
at anywhere near its price! Write for full 
details now—convince yourself that here 
is just the type of outside display case 
you need—at a saving that deserves your 
immediate action. This is a limited offer 
subject to withdrawal after sixty days. 


DISPLAY CASES 
DETROIT SHOW CASE CO. 


1670 W. Fort St., Detroit, Mich. 





: : 
Hor ch. 
{HESTERFIELD 


150 West 49° St. searTimes Sq. 


New Yorx City 


600 Rooms 


. . $2.00 
3.00 
3.00 
4.00 


Single Rooms 
Double Rooms 
Single, private bath 
Double, private bath 


Special Weekly Rates 


Circulating Ice Water 


COURTESY .. COMFORT . . CONVENIENCE 
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Style—R 364—Patent leather blucher Stitchstep, 
Red kid collar. No Heel. 2 to 6 


Style—R 365—Same with Champagne Kid Collar. 1.30 


MAIZE SHOE CO., Mfrs., Rochester, N. Y. fe 


z] 
$ 
Zs 

% 
ZI 

| 


Here is a chance to make your | re 





Salesmen: 


traveling expenses. Write us confidentially 
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THESE Fane SIyYLes ARE Now 


i. AULT 


“Miss Maybel” 


r 
: 
: 


B-4010—Ebony Black Kid, 1401 Medi- 
um Toe Last, 14/8 Leather Heel. Sizes: 
AAA, 5 to 9; AA, 4% to 9; A, 4 to 9; 

3% to 9; C, 3 to 9; D and BE, 3% 


“Miss Tanaura” 


B-4008—Patent Leather, 1401 Medium 
Toe Last, 14/8 Leather Heel. Sizes : 
AAA, 5 to 9; AA, 4% to 9; A, 4 to 9; 
B and D, 3% to 9; C, 3 to 9 


B-4009—Same in Ebony 
Same sizes and widths 


Black Kid. 





“Miss Suva” 


B-4028—Ebony Black Kid, 1401 Medi- 
um Toe Last, 14/8 Leather Heel. Sizes: 
AAA, 5 to 9; AA, 4% to 9; A, 4 to 9; 
B, D and E, 3% to 9; ©, 3 to 9..84.25 


IILUNULOULUNLAULU 


1A 
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I~ STOCK 
FOR 


IMMEDIATE 


DELIVERY 


“Miss Barret” 


B-4032—Black Satin One Strap Pump, 
14/10 Block Wood Covered Heel. 
and Widths; AAA, 5 to 8; AA, 
8; A, 4 to 8; B, 3% to 8; ¢, 
Price $4.75. 


Sizes 
4% to 
3 to 8. 


SHERWOOD 


ROCHESTER 
NEW YORK 


91 


NUTT 


“Miss Irveen” 


B-4040—-Black Patent Leather, One 
Strap Pump, Cut-Outs in Quarter, 1714 
Medium Toe Last, 17/8 Spike Louis Heel. 
Sizes and Widths: AAA, 5 to 9; AA, 4% 
to 9; A, 4 to 9; B, 3% to 9; C, 3 to 9; 
D, 3% to 9. Price $4.75. 


B-4041—Same 
Round Toe Last, 
Same sizes and 


as above over 1710 
17/8 Spike Louis Heel. 
widths. Price 84.75. 


“Miss Peggy” 


B-4016—Patent, 
ing, 2003 Round 
louis Heel. 
4% to 8; A, 
> OP Gees 


Champagne 
Toe Last, 
Sizes: AAA, 5 
4 to 8; RB, 


Kid Lin- 
20/8 Spike 
to 8; AA, 
3% to 8: OC, 


“Miss Dixie” 


B-4039-—Black Patent Leather, Cham 
pagne Kid Linings, 1710 Medium Round 
Toe Last, 17/8 Covered Louis Heel. Sizes 
and Widths, AAA, 5 to 9; AA, 4% to 9; 
A, 4 to 9; B, 3% to 9; C, 3 to 9; 
D, 3% to 9. Price $4.60. 
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Another Great American 
Establishes the Trend to 
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(THEM BYTHE) 
ONES WHO } 
USE THEM, 











mtd Ne Meets the requireme 

cae» of the mode wo 

your Product. for convenience, spit 
: and beauty. 


W ALDES 
Patent license 


has been granted by us to 


THE ld’s Larg: st Sno 
rld’s Lar 
RIKER COMPANY, Wo 8 


oe LONG ISLAND 
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»f the many Koh-i-noor fasteners 
used by George E. Keith Co. on their 
Over Shoes. 







Illustrated at the left is a letter which indicates beyond 
dispute the opinion of one of America’s foremost makers 
of fashionable footwear. Leading manufacturers and 
merchants throughout the country have been convinced 
of the preference of the public for the modern touch to 
their shoes, provided solely by Koh-i-noor Jewel Clasps and 
Snap Buckles. 







Finger Tip Pressure 
These stylish fasteners snap quickly into sérvice by the lightest touch 
of the wearers’ fingertips,—and stay secure until milady releases 
them with a flip of her finger and thumb. 


KOH-I-NOOR JEWEL CLASPS AND SNAP 

BUCKLES are convenient, durable and beautiful. 

They are ornaments that help sell the shoe, and Sax 
& 
& 

















they are guaranteed to outlive any shoe they adorn. 
Instantaneous adjustment is a feature of the Koh-i- 
noor Snap Buckle. Straps secured with Koh-i-noor 
Snap Buckles are never mutilated—unsightly 
ragged holes are not caused by Koh-i-noor 




















Kon-i- 
i-neor Jewel Clasp Koh-i-noor Snap Buckle 






rn wo products. 
, & sal Have at least one fall pattern equipped with Koh- . i 
ay i-noor Clasps or Buckles. This pattern is sure to 
in be profitable and will convince you of the great po- Pin 





tentialities of these modern fasteners. 


KOH-I-NOOR, INC. 


Fastener Manufacturers 


CITY, N. , o . esity applied. 
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W.C. Jounson who 
manages the J. C. 
Penney Company 
store jn San An 
tonio, Texas. He has 
found more than 
success—he has en- 
joyed the deep satis- 
faction that comes 
of helping others 
to succeed, 








OT just a weekly pay check, but a share in the 

profits of the store you manage, is the opporiiinity 

the J. C. Penney Company offers you, if you are cvager 
and willing to work for success. 

Read the success story of Mr. W. C. Johnson: 

“The opportunity to share in the profits I helped to 
produce attracted me to the J. C. Penney Compaiiy. 

“My first few years of training, which require:! long 
hours of hard work, intensive study, and strict economy, 
because of my small salary, were the happiest years of 
my life because of the positive assurance I had that | 
was going to succeed. 

“Now that my accumulations have removed the abso- 
lute necessity of labor, I am thoroughly enjoying my 
work of operating the San Antonio store because it offers 
me an opportunity to train other men, who are becoming 
store managers and enjoy the same success thiit has 
been my good fortune.” 

Satisfaction of having attained a goal—financial secur. 
ity rising out of a good salary and a share in store profits 
and an enviable position in the community—thes 
things that spell success are W. C. Johnson’s. 


But this is not a fairy tale 


There is hard work—daily grind—a need of clear think- 
ing and a demand for your keen interest in what we are 
all striving to accomplish. But these can be the happiest 
years of your life, too—because success is sure for « man 
with the spirit J. C. Penney looks for in its personnel. 
If you think you can meet our jualif- 
cations—are well educated—have « solid 
knowledge of the dry goods, shoe or cloth- 
ing business—if you are between (ic ages 
of 21 and 35 years and have a clesn slate 


ly. W. C. Johnson’s story may he yours. 





Write to J. C. Penney Company, Inc., At- 
tention Mr. J. D. Keyes, Room 15031., 330 
West 34th Street, New York, N. \.; oF 
Attention Mr. E. M. De Moss, Room !(51L, 
1010 Pine Street, St. Louis, Mo.; or Attention 
Mr. Wm. H. Dayton, Room 132313, 1324 
Russ Building, San Francisco, California; or 


The opportunities to train for managerships are in- Attention Mr. A. M. Walters, Room |125L3 
creasing steadily ... this spring we opened 400 Perrine Building, Oklahoma City, Oklalioma. 
new stores for which we have to develop managers. ‘ 








Boot AND SHOE RECORDER 
combining THE SHOE RETAILER, Au 





to show— get in touch with us immediate- 


profits---do you? |S 


V 


new 
ment 
help 
perf 
ditio 
He 
“A 
build 
lutels 
every 
and | 
“W 
custo 
form: 
recor 
he sh 
Sec 
know 
not al 
how | 
after 
“Kr 
ing th 
of de 
hotels 
line fé 
posted 
prospe 
dle h 
locatio 
phone 
busine: 
phone 
ment s 
mense 
going 
shoe 1 
and re 
have e 
dise mé 


— 


ERI 
wit 
Compan 
with Ba 
land, rev 
the Chay 
cinnati, 
and dis 
Avenue, 
city an 
towns, 


Boor anp 
combining 


in the 
Liinity 
ager 


ped to 
hy. 

(1 long 
homy, 
“ars of 
that I 


» abso- 
ng my 
t offers 
oming 
iat has 


| secur- 
pre fits 
—these 


- think- 
We are 
appiest 
"a man 
nel, 
qualifi- 


) 2 solid 


r cloth 
Lhe ages 
in slate 
nediate- 
» yours. 


c., At: 
1., 330 
t.. @ 
1051L, 
tention 
;, 1324 
nia; or 
1125L3 
anoma. 


THE TRAVELING 
SHOE SALESMAN 


traveler, with headquarters 

in Pittsburgh, to open our 
new “Traveling Salesman’s Depart- 
ment” with a new thought—how to 
help the shoe salesman on the road in 
perfeciing himself for the new con- 
ditions in retail merchant service: 

He tells the traveling man that: 

“A thoroughly capable salesman, 
builds a foundation first, by abso- 
lutely knowing his line—each and 
every sample in all their possibilities 
and likewise their limitations. 

“When a salesman cannot meet a 
customer’s inquiry with correct in- 
formation, without looking through 
records, he weakens the respect that 
he should command from a buyer. 

Second—an ideal salesman must 
know every town in his territory— 
not alone its name and location, but 
how best to reach it and leave it 
after finishing his work. 

“Knowing a town” consists in be- 
ing thoroughly posted as to locations 
of depots, train and bus service, 
hotels and their location, and trolley 
line facilities, and being thoroughly: 
posted regarding every customer and 
prospective customer that can han- 
dle his merchandise—their exact 
location, street number as well as 
phone number—both their place of 
business and residence number and 
phone and, in cases of large depart- 
ment stores I have found it of im- 
mense value to have all the fore- 
going information regarding the 
shoe buyer—name, initials, store 
and residence phone, and when I 
have contacted with their merchan- 
dise man—do him likewise.” 


W: asked W. B. Bowen, shoe 











HERBERT ADELSON, formerly 
with the Simmons Boot and Shoe 
Company, Toledo, and more recently 
with Barich Shoe Company of Cleve- 
land, recently joined the sales force of 
the Charles Meis Shoe Company of Cin- 
cinnati. Mr. Adelson has opened sales 
and display rooms at 3102 Roanoke 
Avenue, Cleveland, and will cover that 


city and some of the surrounding 
towns, 
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Let’s Cover Buffalo This Week 


NUMBER of new faces are to 

be found among the sales force 
of C. P. Ford & Co., Inc., Rochester, 
this season. Jack Galway, the 
smiling and intensive salesman, 
who put Ford shoes across in New 
York, will this season have a new 
assistant in the person of Bert 
Smith, formerly with the Burrows 
Shoe Co. Bert will cover the metro- 
politan district, while Jack and Bill 
Galway, brothers, will seek to increase 
their business among the big buyers. 
The territory formerly covered by Hil- 
lary McCarthy, will be divided among 
Harry Joy, Ray Wegman and Cleve 
Edson. J. E. Rickard has been employed 
to cover the Pacific Coast; C. E. Ren- 
ner to make the South East, and Tom 
D. Collins the South West. The big 
staff, from Veteran Jim Beatty down, 
are soon to get away for a flying start. 
The illness of Paul Chevillat, designer, 
held up the samples a week or more. 


B. COON CO.’S “Special Feature 

« Footwear” will be sold this fall to 
the merchants in West Virginia, East- 
ern Ohio, Kentucky and Tennessee by 
Don Soutar, whose home is down in 
Maine. Sales Manager Elmer Fischer 
was in the New York market last week. 
He is authority for the statement that 
the factory has orders for 35,000 pairs, 
which means that this season will in 
all probability be one of the busiest in 
years. 


HARLES ANDERSON has retired 

from the sales force of D. Arm- 
strong & Co., Inc., Rochester, and the 
wants of customers below the Mason 
and Dixon line are now being looked 
after by Peter L. Ventre. 


H ERE’S the new line-up in the sales 
force of the LaLonde-Clark Co., 
Inc., successors to the Piehler Shoe Co., 
of Rochester, omitting, of course, the 
veteran salesmen who never quit: Joe 
Schwartz has been employed to assist 
Tommy LaLonde, who for years has 
waited on the important accounts in 
New York, Philadelphia, and other 
large eastern cities. Mr. Schwartz will 
cover the metropolitan area, giving Mr. 
LaLonde more time to devote to the big 
buyers. “Joe” is well known in the 
traveling fraternity and New York is 
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UFFALO has a city population 

of about 560,000 with a trading 
population of about 20 per cent 
more, or 672,000. In the 27 wards 
of Buffalo, the foreign born popula- 
tion varies from 3 per cent to 59 
per cent, with an average of 19 per 
cent for the entire city. 

In the city are 158 retail shoe 
stores, according to the Courier, with 
a possible total of around 500 shoe 
outlets. This number necessarily in- 
cludes every kind of a place where 
shoes are sold at retail. 

A considerable portion of high 
grade shoes are sold here. Accord- 
ing to several shoe buyers estima- 
tions, figures on a pairage basis, 
about 15 per cent of the sales are 
over $10, 30 per cent between $6 
and $10 and the balance below the 
$6 mark. These estimated propor- 
tions are for Main Street only. One 
merchant ventured the opinion that 
at least 75 per cent of the pairs of 
men’s and women’s shoes sold in the 
neighborhood stores would be $6 and 
below. 


[On the map the black spots rep- 
resent RECORDER subscribers—the 
blanks non-subscribers. ] 








his old stamping ground. E. A. Bailey, 
who formerly made Chicago west, will 
henceforth travel Denver west. Of 
course, this includes the Coast, as form- 


= 

arl B. Slocum, for years a devotee 
of children’s and misses’ shoes, has 
been engaged to cover the Middle West. 
He has been out two weeks with sam- 
ples and is meeting with success. 
Charles Gross is a new man for this 
company for Texas and is just start- 
ing on his initial trip. Rush Clark, 
one of the proprietors of this business, 
will hereafter wait on the trade in 
Richmond, Baltimore and Washington. 
Mr. Clark reports of 40 percent in- 
crease in business in 1928 over 1927 
with indications for even a larger year 
in 1929. 














THEY LOOK TO “U.S.” WHEN THEY BUY FOR THEIR FEET 





When a manufacturer’s 


salesman shows you 


= ——— a 





















shoes bottomed 





pas 
eee 


with 


_USKIDE (or USTAN) soles 


and SPRING-STEP rub 


ber heels 


remember that your. customers’ confidence in the 


“U.S.” trade mark on footwear 


WILL HELP YOU SELL THEM 
Made by the makers of “Keds” and “Gaytees” 


United States 







1790 Broadway, New York City 


World’s Largest Man 


ufacturers of Rubberwear for Feet 
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AS’ part of its 
development 
policy, General 
Leather Indus- 
tries, Inc., of Kan- 
sas City, Mo., the 
merger of four 
leading Middle 
Western saddlery 
and leather goods 
houses under the 
management of 
The Sherman 
Corporation, has 
recently added 
Wylie F. Creel to 
the executive staff. A Missourian by 
pirth, Mr. Creel was fifteen years with 
the International Shoe Company as 
salesman; and for eight years was a 
manufacturer of men’s shoes in the 
firm of Creel, Mauldin and Chambers. 
He was actively identified with the 
formation of the St. Louis Shoe Man- 
ufacturers’ and Wholesalers’ Associa- 
tio, serving as secretary-treasurer 
for several years. Mr. Creel will have 
charge of the work shoe and shoe find- 
ings departments of General Indus- 
tries. 


Wylie F. Creel 


TS TOTS SHOE CO., Rochester, 
has recently opened a new sales 
office and show rooms at 35 West Thir- 
ty-third Street, New York, sharing 
space with the Posner Hosiery Co. 
Dean Pryor, of the company, was re- 
cently in New York to put the finish- 
ing touches on the new offices and dis- 
play space. Bennie Lazarus is now 
in charge of Tiny Tots stock room at 
seven West Twenty-Second Street, also 
installed as a convenience for New 
York buyers. Another new salesman 
for this house is Harry Lang, who has 
opened a sales office at 418 Audubon 
Building, New Orleans. Mr. Lang will 
sell Tiny Tots shoes in Georgia, Ala- 
bama, Mississippi, Oklahoma, Texas 
and Louisiana. S. Heineman has been 
engaged to cover the North West for 
this house. With many new Christ- 
mas novelties in their line they are 
looking for a good season. 


HE Menihan Company, Rochester, 

announces a new salesman, recently 
engaged, to cover Iowa, Nebraska, 
Kansas and Missouri. He is Charles 
Reidholm, who is well known in the 
Middle West. 


E. HECKEL, sales manager of 

* The Air Mail Division of The 
United States Shoe Company, is on an 
extended business trip to the East. 
Mr. Heckel will call on the trade in 
some of the larger eastern cities and 
will return to the office the second weck 
of August. 


C M. CARPENTER, formerly with 
* the Ainsworth Shoe Company in 
the Toledo territory, recently resigned 
to take over the same territory for The 
Charles Meis Shoe Company of Cincin- 


nati. Mr. Carpenter has opened sales 
= Say rooms at 25 Twenty-first 
Street. 


Bob Smart Shoe Co., Milwaukee, 
makers of young men’s style shoes, is 
now represented in Northern Texas 
by Y. M. Ellis, one of the most enthusi- 
astic salesmen carrying a grip in the 
southwest 
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RESIDENT FRANK J. LARKIN, 

of the National Shoe Travelers 
Association, has sent a bulletin to all 
of the members announcing that the 
1930 convention of the N. S. T. A. will 
be held at the New Jefferson Hotel in 
St. Louis, Jan. 3 and 4. Members of 
the N. S. T. A. have been invited by 
the officers of the National Shoe Retail- 
ers Association to cooperate in regis- 
tration and validation of tickets and to 
participate in the sessions of ‘the N. S. 
R. A. convention. 


RANK B. KING, chairman of the 

Styles Committee of the National 
Shoe Travelers Association, has sent 
out questionnaires to all of the mem- 
bers on which they are requested to 
report their opinions regarding spring 
styles for the Joint Styles Conference 
to be held at Hotel Astor, New York, 
Oct. 14 and 15. 


GSVERAL recent changes in sales 
representatives have been made by 
The Alfred J. Sweet Division of The 
United States Shoe Company. B. J. 
Riley has been assigned to the Wiscon- 
sin and Northern Peninsula of Michi- 
gan territory, and W. E. Brouthers, 
who has been making North Carolina, 
Virginia and Maryland for an east- 
ern firm, is now carrying the Sally 
Sweet and Olde Tyme Comfort lines in 
those states. O. L. Triebel, Jr., re- 
cently joined the sales staff and is 
making the State of Illinois outside of 
Greater Chicago. 


EE A. SCHNEI- 
DER has 
joined the _ sales 
force of E. P. Reed 
& Co., for whom 
he will cover cer- 
tain towns in 
Western Pennsyl- 
vania and most of 
the cities in the 
State of Ohio. Mr. 
Schneiderisa 
graduate of 
Duquesne Univer- 
sity, of Pittsburgh. 
After spending 
three years in the retail shoe business, 
he went into the wholesale end, selling 
shoes on the road for the past four 
years for the Newell & Schneider Com- 
pany of Pittsburgh. He has.just spent 
a week of intensive study in the E. P. 
Reed factory. 


Lee A. Schneider 


DWARD A. BROADWELL, who 

has been identified with the shoe 
business for 55 years, died in Henry 
Ford Hospita! in Detroit recently. Mr. 
Broadwell sold the Rogers Brothers 
line of shoes in this territory for many 
years, and was active up to the time 
of his death. He was born in Detroit 
on Dec. 17, 1859, and spent his entire 
life in or near this city. He had his 
office at 505 Temple Building with his 
son, Harold A. Broadwell, who repre- 
sents the John Pillings line of footwear. 











Map of Business Conditions 





ae Gey 


HE geographical distribution of prosperity is shifting slowly. That 
broad band of prosperity on the Map of Business Conditions of six 
months ago has been somewhat broken up by disturbances in the agricul- 


tural price situation. 
in fact, as to forecast low prices. 


Wheat states report plenty of wheat. 
Certain areas, however, which enjoyed 


So much, 


“Very Good” business some time ago are “Good” now. The sections in 
which agricultural implements are made and sold, however, are about 
a busy as before, since with the lower prices it becomes the more neces- 
sary to use labor-saving devices to cut production costs. 

The most intense prosperity is found in the manufacturing section of 
eastern Pennsylvania, New York and New Jersey, western New England, 


and then around through northern Iowa. 


The section is blessed with a 


great diversity in sources of income, and most of these sources have 


proved fruitful of late. 


(La Salle University Business Map for August) 
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Here’s to Progress! 
—with Menihan’s Best Wishes! 


E ARE sincerely glad of the merger of the two great 

W\ national retail shoe publications—The Shoe Retailer 

and the Boot and Shoe Recorder. To them both we extend 

our sincere congratulations and heartiest wishes for con- 
tinued and greater success and usefulness. 


O THE enterprising shoe merchants who for a long 
period of years and to their material benefit have been 
loyal students of these two papers, we likewise offer our fe- 
licitations. You are to be congratulated, for in the combined 
publications we are convinced your interests will be even 
better served. It’s a forward step in the March of Progress. 


In This Paper Next Week We Will Announce the 


MENIHAN FALL IN-STOCK PROGRAM! 


STYLE SHOES OF MENIHAN in more and smarter styles than 
ever before shown. A most tempting array of beautiful and artistic 
patterns IN STOCK, with the dependable Menihan Quality. These 
new numbers have the style appeal that spells profits and happy cus- 
tomers. Get your orders in ahead of the big rush. 


MENIHAN ARCH-AID SHOES in an increased variety of win- 
ning styles IN STOCK. Entrancing new 1930 patterns and lasts— 
all the delightful comfort that has made Menihan Arch-Aid so 
popular. Soothing ease with aristocratic appearance. Scientifically 
built shoes and a scientific Sales Plan to keep them moving out and 
new customers moving in. Ask about it. 


THE MENIHAN COMPANY 


ROCHESTER, N. Y. 


BRANCH OFFICES 
New York City, 846 Marbridge Bldg. Cleveland, Hollenden Hotel 
B. W. Moylan Detroit, Detroit-Leland Hotel A. F, Jenks 
Plaza Hotel, San Francisco C. G. Sellers Northampton, Mass., Draper H 
H. S. Kushins Elliott La Montagne 
Los Angeles, 111 E. 8th Street Chicago, Majestic Hotel Pittsburgh, Henry Hotel 
C. E. Van DeGrift F. J. Satek W. A. Barney 


— 








——£ 
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NATIONAL NEWS 


SATURDAY, AUGUST 3, 1929 


EVERY WEEK 








N. Y. Association 
Announces Plans 
for Convention 


Program to Include Talks by 
Trade Headliners and 
Amusements 


SyracusE, N. Y.—Excutive Secretary 
W. E. Southard, of the New York State 
Shoe Retailers’ Association, has sent 
a letter to all of the members calling 
attention to the fact that the annual 
convention of the association is to be 
held at Hotel Onondaga, Syracuse, 
Sept. 9 and 10. 

According to the tentative program, 
a golf tournament is to be held Sunday, 
Sept. 8, at Bellevue Country Club, said 
to be one of the finest clubs in New 
York State, with a real course. Mon- 
day morning will be devoted to regis- 
tration and inspection of exhibits and 
at noon the opening luncheon meeting 
will be held, presided over by Ernest 
N. Park as chairman. “The Trend of 
Style” will be the topic of an address 
by Rev. Freeman E. Jenney, of Syra- 
cuse, and “Why Advertise?” will be 
the subject of Prof. Bristow Adams, of 
Cornell University. The banquet, din- 
ner and dance will be held Monday 
evening. 

James H. Stone, manager of the Na- 
tional Shoe Retailers’ Association, is 
to address the convention at Tuesday’s 
luncheon meeting on “What the Future 
Holds for the Shoe ‘(Man.” John Slater, 
of New York, is to speak on “The 
Stylist Problem.” Mott B. Hughey, of 
Watkins, former president of the asso- 
ciation, is to lead the round table dis- 
cussion, assisted by Mr. Stone and Mr. 
Slater. The election of officers is to 
aaeete the business program on Tues- 

ay. 


Moves to Salisbury, Mass. 


SALISBURY, Mass.—The Ruth Shoe 
Co., formerly of Haverhill, is now fully 
established in the factory at Salisbury 
Square, formerly utilized by the W. H. 
Butler Shoe Co. The Ruth Company, 
engaged in the making of women’s Mc- 
Kay novelties, employs 150. All de- 





partments are now operating. 
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Shoes Lead in Department Store 
Increases in Net Sales 


August Report of Federal Reserve Agent at New York Shows 
Gain of Over Sixteen Per Cent for June 


NEw YorK, N. Y.—Shoes led all other 
departments in department stores in the 
New York Federal Reserve District in 
increased net sales figured on a per- 
centage basis in June, 1929, over the 
corresponding month a year ago, ac- 
cording to the monthly statement just 
released by the Federal Reserve Bank 
of New York. The percentage of in- 
creased net sales was 16.3. Stocks on 
hand were 3.4 per cent larger than a 
year ago. 

Sales of shoe chain organizations re- 
porting to the Federal Reserve Bank of 
New York were 9.2 per cent larger in 
June this year than in June, 1928, but 
the number of stores showed an in- 
crease of 8 per cent. Sales per store 
gained 1.1 per cent. The gain in total 
sales of shoe chain organizations during 
the first six months of 1929 was 10.7 
per cent as compared with the corre- 
sponding period of 1928, with an in- 
crease of 2.8 per cent in sales per store. 

Wholesale sales of shoes in June 
showed an increase of 15.2 in June as 
compared with June, 1928, and stocks 
were 28.4 per cent lower. 

The increase in net sales of all re- 
porting department stores was 2.2 per 
cent and stocks on hand at the end of 
the month were 2.6 per cent larger. 
Commenting on these figures in the 
Aug. 1 Review of Credit and Business 
Conditions, the Federal Reserve Agent 
at New York said: 

“The total sales of the reporting de- 
partment stores in this district during 
June showed an increase over a year 
ago for the seventh consecutive month. 
After allowance for the fact that there 
were five Sundays in June this year, 
and therefore one less business day 
than in June, 1928, the average daily 
sales showed an increase of 6 per cent 
over a year ago. Substantial increases 
were reported by stores in Syracuse, 
Newark, Southern New York State and 
the Capital District. The apparel 
stores reported a slightly smaller in- 
crease in their sales over a year ago, 
than did the department stores. 
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“Total sales for the first six months 
of 1929 were nearly 4 per cent higher 
than the corresponding period of 1928. 
The larger localities showed increases, 
but most of the smaller localities 
showed decreases compared with the 
first half of last year.” 


New Ground Gripper 
$2,500,000 Bond Issue 


NEw York — Ground Gripper Shoe 
Company, Inc., has offered, through the 
investment firm of Guibord, White & 
Company, a new issue of $2,500,000 in 
6 per cent convertible sinking fund gold 
debentures dated July 1, 1929, and due 
July 1, 1944. The proceeds will be ap- 
plied to payments on purchase price of 
subsidiaries, to provide working capital 
and for other corporate purposes. 

The history of the Ground Gripper 
business, as summarized in the prospec- 
tus of this issue, dates back to 1883. 
Upon completion of the present financ- 
ing, the Ground Gripper Shoe Company, 
Inc., will own or control through stock 
ownership the Kahler business, founded 
in 1853; the Cantilever business, found- 
ed in 1860; the Crittenden Bootery 
Company, operating a chain of shoe de- 
partments in the South, and the Wil- 
liam Henne & Company, Inc., business, 
founded in 1875, manufacturers of 
Physical Culture shoes. 

The company, together with its as- 
sociated interests, will comprise a 
complete chain store organization, with 
factories in Brooklyn, Boston and. Har- 
risburg. The distributing organization 
will include a chain of 257 stores in the 
United States. There will be addi- 
tional distribution in Canada and 
abroad. Upon the acquisition of these 
units the company will have a dealer 
organization of approximately 2250 ac- 
tive retail outlets located in the prin- 
cipal cities and towns throughout the 
country. Outlets have also been se- 
cured in many of the larger depart- 
ment stores. 





The Fall Mode 
Goes Suede! 


New York chooses suede—85 per cent 
of the footwear at the Garment Re- 
tailers’ July Style Show were suede 
numbers. Fifty per cent at the Boston 
Style Show were suede shoes. Brown 
kid is also a leader. This Cushman- 
Hollis center buckle strap and the fall 
street oxford can be ordered in either 
brown or black suede. 


Bebé 


This outstandingly saleable cen- 
ter buckle strap in black suede 
is charmingly combined with a 
strap of blending black Lizardo. 
Shown on the medium round toe, 
carrying a 19/8 heel. (Made to 
rder only.) 


Elsie 


e simple but extremely - 
is 


Prado Brown suede, with its cut- 
outs neatly interlaced with the 
quarter by narrow strips of ring- 
tail lizard. On the medium round 
toe, with Cuban heels. (Made 
to order only.) 
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e CUSHMAN=-HOLLIS 


COMPANY 


179 LINCOLN STREET, BOSTON 
ALBANY BUILDING 


Factory and Home Office at Auburn, Maine 
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Mid-West Shoe 
Factories Are 
At Capacity 


CINCINNATI, OFIO0—Shoe manufac- 
turers in this section, with a few ex- 
ceptions, are running at capacity on 
orders for early fall delivery. Book- 
ings are heavier than manufacturers 
expected them to be and present indi- 
cations point to a very busy season. 
Some factories worked overtime in July 
on re-orders for merchandise for sum- 
mer sales. 

Among the more recent orders, black 
patent is making a better show and it 
is thought that orders for the shiny 
material will be received in increasing 
numbers as the fall season approaches. 
Suede leathers are expected to be even 
more popular than they were last year 
and it looks at this time as if footwear 
of reptilian grains will be at the top 
of the style ladder. 

Apparently, colors will play about 
the same part in fall sales that they 
have played during the past three 
years, with the more subdued colors the 
best. Powder blue seems good and 
dark grays are being called for quite 
frequently. Predictions are that com- 
binations of two or more colors will 
lead the field. 


Shoe Men on Bremen 


New ORLEANS, LA.—Mr. and Mrs. 
Albert Wachenheim sailed from New 
York on the first eastern voyage of the 
S.S. Bremen, for a European visit and 
style trip. He is a member of the 
firm operating the Imperial Shoe Store, 
one of the largest in the south in which 
Cahn & Wachenheim have specialized 
in high grade shoes and hosiery for 
over twenty-five years. Mr. Wachen- 
heim will return Oct. 1. 

Edward Cohen, manager of the 
Women’s shoe department at Saks- 
Fifth Avenue, also was a passenger on 
the Bremen. 


To Open New Shoe Dept. 


NASHVILLE, TENN. — The Roberts 
Slipper Shop, planned to be one of the 
most modern shoe stores in this section, 
recently closed a long period lease for 
a section of the store of the Swords 
Dry Goods Company. The opening has 
been set for Sept. 1. 





To Issue Yearbook 


WASHINGTON, D. C.—Arthur 
B. Butman, chief of the Shoe and 
Leather Manufactures Division of 
the Bureau of Foreign and Do- 
mestic Commerce, Department of 
Commerce, announces that on 
Aug. 5 the Bureau will release 
Volume 1 of the Commerce Year- 
book for 1929. 

The volume will contain a large 
amount of valuable information 
for manufacturers of shoes and 
leather, also for retail merchants 
and business men in general. 
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Southeast Convention 
Plans Near Completion 


Annual Session to Be Held in 
Atlanta, Aug. 12 and 13 


ATLANTA, GA.—Atlanta shoe dealers 
have about completed arrangements for 
the entertainment of the annual con- 
vention of the Southeastern Shoe Re- 
tailers’ Association, which is to be held 
at the Biltmore Hotel in Atlanta on 
Monday and Tuesday, Aug. 12 and 
13, and that is expected to bring sev- 
eral hundred retail shoe merchants and 
traveling salesmen in the Southeastern 
territory to this city. Officers of the 
association are still engaged in prepar- 
ing the business program for the con- 
vention, which will include important 


; addresses by men who are nationally 


known in the shoe business. 

Though invitations are being ex- 
tended by the association to leading 
manufacturers and wholesalers to have 
their salesmen and officials present at 
the meeting, it is not planned to hold 
a regular exhibition of footwear this 
year, though manufacturers may ar- 
range their own private displays if 
they are disposed to do so. 

The new Atlanta Retail Shoe Sales- 
men’s Association, which was organ- 
ized in June with a charter member- 
ship of over 100 of the salesmen in the 
Atlanta stores, has offered those in 
charge of the convention every assis- 
tance in carrying out an interesting 
entertainment program, it is stated by 
Robert G. Bowie, of the men’s depart- 
ment of the George Muse Clothing Co., 
president of the organization. 





Louisville Store Adds 


More Window Space | 


LOUISVILLE, Ky.—The Boston Shoe 
Co., Louisville, has extended its two 
side windows out 24 inches, following 


action by merchants on both sides, in | 


extending their windows, when a new 
property line was established on the 
400 block of Fourth Street. 

For many years the merchants had 
been set back, under a mutual agree- 
ment, but with new owners of prop- 
erty and out of town leases held, the 
agreement meant nothing. This left 
the Boston back in a pocket, with its 
windows cut off a trifle from the ap- 
proach side. By extending 24 inches 
the company has considerably more 
room for trimming at the front of 
the windows. The center case, to 


either side of which there are aisles | 


leading back to the entrances, was left 
at the old line. 


New Scholl Shops 


CLEVELAND, OHIO (UTPS) — The 
Scholl Mfg. Co. will open a new retail 
store on Euclid Avenue near Cleve- 
Jand’s busiest corner at E. 9th Street 
about August 1. The store will be 
operated under the corporate name of 
Foot Shop, Inc., and will cater to the 
men’s trade only. A full line of men’s 


| comfort and arch preserver shoes will 
| be carried and they will specialize in | 
| this type of business. Dr Mavnard | Makers of the famous Kewpie Twins, Health 


| Knerim will be manager of the store. | 
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TRADE MARK S— 


REG. U.S. PAT. OFF 


NATIONAL PARK 


AVIATION 





Sport-Hiking-Scout 


BOOTS 
IN STOCK 


» — STYLES — 5 








In-Stock 
StyLte 312—Price $5.70 
Rocky Mountain Model 


DarRK SMOKE ELK 
Height 14 inches 


THE OTHER FOUR 


| Style 300 Yellowstone 14 inch $5.90 


Style 310 Black Hills 14 inch 6.00 
Style 311 Aviatrix 12 inch 5.20 
Style 317 Scout Boot 8 inch 4.60 
F SIZES 

5/8 A, 4/8 B, 2%4/8 C, 2%/8 D 
Terms 5% 10 days Net 30 days 


Write for Sample Pairs or Folder 


"THE JUVENILE SHOE CORPORATION 

OF AMERIC’ ; 

Aurora Missouri 

Shoes for Children, Sportwalks—smart light 
weight welts for college girls. 








SPECIAL FEATURE 


*Turnarch” New Method Shoes 


HAND TURNED 
Need no breaking in! 


TURNARCH SUPPORT 


















Ls BING 
[H.G.LUMBARD SHOE CO., AUBURN.MAINE.| 





Patents applied for— 
Serial Number 366639 


HE Lumbard Turnarch shoes 
are manufactured by a new 
method of construction which re- 
by the 
A pair of Turnarch shoes 


quires no “breaking in’’ 
wearer. 
will give the customer unusual com- 
fort at the start and real service to 


the end. 





a 


A NATION WIDE IN STOCK DEPARTMENT 


These shoes carried in stock by the following distributors 
located advantageously throughout the country insure im- 
mediate, prompt and efficient service to retailers all over 
































NAME 


Adler Shoe Co. 

Buckingham & Hecht 
Churchwell Bros. 
Crowder-Cooper Shoe Co. 

De Cou Bros.. 

Freeman Shoe Co. 

Given Bros. Shoe Co. 
Graham-Bumgarner Shoe Co. 
Graham-Brown Shoe Co. 
The Hurd Shoe Co. 

Sam Levy Shoe Co. 

Long & Davidson 

Charles Meis Shoe Co. 
Midwest Shoe Co. 

L. M. Purcell Shoe Co. 

B. Rosenberg & Sons, Inc. 
Stewart-Dawes Shoe Co. 

The Washington Shoe Mfg. Co. 
Western Shoe Co. 

Williams Marvin Co. 

Zion’s Co-op Mercantile Inst. 
McCloskey-Matz 


Boston Office 
54 Lincoln St. 


od 





the United States. 


LOCATION 
Savannah, Ga. 


San Francisco, Calif. 


Jacksonville, Fla. 
Indianapolis, Ind. 
Philadelphia, Pa. 
Wilmington, N. C. 
El Paso, Texas 
Parkersburg, W. Va. 
Dallas, Texas 
Utica, N. Y. 
Nashville, Tenn. 
Lancaster, Pa. 
Cincinnati, Ohio 
Minneapolis, Minn. 
Denver, Colo. 

New Orleans, La. 
Los Angeles, Calif. 
Seattle, Wash. 
Toledo, Ohio 


San Francisco, Calif. 


Salt Lake City, Utah 
Boston, Mass. 


BRAND 
Timson Comfort Shoes—Hand Turn 
Arch Support 
Churchwell Turns 
The Lumbard Shoe, H. G. L. Shoe Co. 
The Lumbard Shoe, H. G. L. Shoe Co. 
Countess 
The Suave Shoe, Genuine All Hand Turned 
Mac’s Arch Support 
Dr. Austin, Health Builder 
Flex-Easy 
The Lumbard Shoe, H. G. L. Shoe Co. 
The Lumbard Shoe, H. G. L. Shoe Co. 
Dr. Brown’s Foot Arch Shoe 
Combination Last Always Comfortable 
Shirley Ann Arch Support 
Cameo Gen. Hand Turned 
The Lumbard Shoe, H. G. L. Shoe Co. 


Leading Lady, W. S. M. Co., also The Lumbard Shoe 


Luxury 

Dr. Wilmar Gen. Hand Turned Health Shoe 
The Lumbard Shoe, H. G. L. Shoe Co. 
The Lumbard Shoe, H. G. L. Shoe Co. 


AUBURN, MAINE 


Manufacturers of Turn Shoes Exclusively 





Boor AND SHOE RECORDER 
combining THs SHOE RBeTAILER, Aug. 


H. G. LUMBARD SHOE CO. 
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New England at 
1930 Convention 
of the N.S.R.A. 


Secretary Anderson Sends 
Letter to Manufacturers 
Urging Cooperation 


Boston, Mass. — New England shoe 
manufacturers are already planning 
for attendance at the St. Louis con- 
yention in January. In a letter to 
members of the New England Shoe and 
Leather Association, Secretary Thomas 
F. Anderson says, in part: 

“We, of course, want to have a large 
and representative group of New En- 
gland shoe manufacturers and those 
in the accessory trades at the nine- 
teenth annual convention-exposition of 
the National Shoe Retailers’ Associa- 
tion to be held at St. Louis, Jaa. 
6-7-8-9, 1930. 

“Having always cooperated with the 
N.S.R.A. in this annual enterprise, the 
New England Shoe and Leather Asso- 
ciation naturally is desirous of aiding 
in the creation of a representative 
group at St. Louis, and at the request 
of the association the management of 
the N.S.R.A. has reserved for a limited 
period two desirable floors in the New 
Jefferson Hotel, always a favorite with 
New England shoe men. 

“We urge all interested to imme- 
diately apply for enrollment in the New 
England Group to James H. Stone, 
manager, Chicago, at the same time 
notifying us of their application. 
Twenty representative New England 
firms already have enrolled.” 


Latest Dr. Scholl Store 
Opens in Detroit 


Derroit, MicH.—Another Dr. Scholl 
Exclusive Foot Comfort Service Shop 
opened late in July in Detroit. This 
latest addition to the growing group is 
located at 1554 Woodward Avenue, in 
the heart of the retail district. Dr. 
Scholl stores are now established in 
Chicago, Milwaukee, St. Louis and De- 
troit. 

Many Michigan merchants who give 
the Dr. Scholl service visited the new 
establishment and it is expected that 
they will use this institution as a train- 
ing school for their own people, just 
as dealers in cities have where the serv- 
ice stores already are operating. Like 
its sister stores the latest one is beau- 
tifully done in walnut with gold trim- 
mings. All fittings are made in sepa- 
rate booths. 








In New Quarters 


PORTLAND, ORE.—The Economy Shoe 
Store on Third Street is moving to new 
quarters at 365 Morrison Street, Au- 
gust 5. Since 1916 this store has been 
operated as a family shoe store. The 
new store will specialize on the Wil- 
bur Coon line exclusively. All other 
lines will be discontinued. With this 
change of policy, the name of the store 
will be changed to Nudelman, Correct 
Footwear. 
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New Walk Over Store 
to Open in Columbus 


CoLUMBUS, OHIO (UTPS)—A new 
Walk Over shoe store, to be located at 
21 North High Street, will be opened 
between Sept. 1 and Sept. 10, under 
the charge of the Gekco Co. of Ohio. 
It will take the place of the Columbus 
Walk Over Shoe Co., which was re- 
cently liquidated and whose business 
was closed July 27. The store had been 
operated by D. N. McDowell and Max 
Holmes. 


Intrigue 
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’ LETS SEE... 
How Much is $785 From $1450? 


$6.65 . 
amount to save on @ lovely 
little grey buckled step-in 
slipper! And there ere SO 


what an imposing 


Semi: Annual 
CLEARANCE 


many others similarly sacri- 


ficed. Do you not wonder that 





we rue Clearances every time 
excErMOnaL vaLuEs «= 
HOSIERY we get into one? 


. 
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One of the cleverest ads of the season, 
because automatically it causes hesita- 
tion. This entire series of clearance ads 
by I. Miller is based on addition and 
subtraction. For example—one ad read: 
“Not Quite 1/2. Shoes at $9.85 for- 
merly at $18.50.” In this money-minded 
day many a person would put pencil to 
paper to find out “how near” 





Lou Pollock to Open 
New Store in Asheville 


ASHEVILLE, N. C. (UTPS)—Lou Pol- 
lock who has been conducting a shoe 
business in Asheville, for 20 years, will 
expand his business in this territory 
by opening a new store on Haywood 
Street in Asheville. The new store will 
be ready for accupancy about October, 
1929, when the new shoe store will be 
opened. 

The building in which the New Pol- 
lock store will be located was leased 
by Mr. Pollock, from Julius Martin of 
Asheville. The building will be known 
as the Pollock Building. Mr. Frankel 
of the Ross Frankel Company, of New 
York will aid Mr. Pollock in the design 
of the interior of the new business 
house. 
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Suedes in Demand 
in Ohio; Reptile 
Leathers Gaining 


Black Kid and Patent Leather 
Also Coming into Promi- 
nence as Fall Approaches 


CoLuMBuUs, OHIO (UTPS).— With 
the white season practically over and 
nothing particularly outstanding to 
take the place of white shoes, Colum- 
bus shoe dealers report a marked ten- 
dency toward suedes, both in black and 
brown. This vogue was entirely un- 
expected and as a result many of the 
dealers found their stocks rather short. 
The demand is most pronounced for 
the dark brown shades, although blacks 
are also selling fairly well. 

Reptiles, principally watersnake and 
neem are also selling fairly well. 
Black kids and patents are coming into 
prominence more and more and quite 
a few sales are reported. Colored kids 
are still being shown by many of the 
downtown dealers, but the demand is 
said to be on the wane. 

Straps and pumps comprise about 
85 per cent of the demand. A few ties 
and buckles are sold, but the call for 
that type is not important. 

Heels are tending toward less height, 
with the Spanish type predominating. 
The usual height is 14 to 18 eighths. 
In the dressier types the higher modi- 
fied spike heel is still called for. 

In men’s wear sports have been out- 
standing, especially in comparison with 
last year. Dealers as a rule report 
that sport sales were fully 50 to 75 per 
cent ahead of last year. Both the 
brown and white and the black and 
white types sold and the proportion 
was about 50-50. 

A distinct change in men’s styles is 
reported by several of the larger deal- 
ers. Whereas a year ago there was a 
tendency toward the broader toe, there 
are now more calls for the rounded 
toe. One dealer said that the percent- 
age had been reversed in a year’s time 
from 75 per cent broad toe to 75 per 
cent rounded toe. 

Calls for darker shades of tan and 
blacks are increasing in men’s depart- 
ments, according to a canvass of the 
leading stores. 


Seeks a Larger Field 


REEDLEY, CAL.—A. K. Tomajian, who 
has conducted the Reliable Shoe Store 
here for some time, has moved to Los 
Angeles, where he plans to open a shoe 
store. A nephew has been placed in 
charge of the business at Reedley. 








Football Star Sells Shoes 


ATLANTA, GA.—‘Coot” Watkins, a 
regular linesman on the famous 
Georgia Tech football team, champions 
of the 1928 season, has joined the re- 
tail sales staff in the women’s shoe de- 
partment of the Davison-Paxon de- 
partment store here, generally known 
as the Macy store. Mr. Watkins is an 
experienced shoe salesman. 














U.B.P. Publications Broadly 
Cover the Following Indus- 
tries and Trades 


Metal Trades 
The Iron Age 


Hardware Trade 
Hardware Age 
Hardware Age Catalog 


Textile 

Dry Goods Economist 

National Dry Goods Reporter 

and Drygoodsman 

National Dry Goods Reporter 
Shoes Wholesale 

Boot & Shoe Recorder 
Jewelry & Optical 

Jewelers Circular 

Optical Journal 

Jewelers Circular Buyers Direc- 
tory 





















































Automotive 
Automotive Industries 
Automobile Trade Journal and 

Motor Age 
Motor World Wholesale 
Commercial Car Journal and 
Operation & Maintenance 
Automotive Industrial Red Book 
Chilton Catalog & Directory 
Chilton Aero Directory and 

Oil Catalog 
Oil Field Engineering 
Petroleum Register 
Allen’s Superintendents Hand 

Toys Book 
Toy World 

Plumbing & Heating 
Sanitary & Heating Age 

Warehousing 
Distribution & Warehousing 






































Insurance 
The Spectator 
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&é Has Made Leaders <= 
of THE IRON AGE and Hardware * 
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Editorial 
Excellence 


Publications 


THE IRON AGE For almost 75 years The Iron Age 


has united the manufacturers of things made of metal 
by covering the processes, materials and machinery of 
fabrication—and thus has provided a_ broad-gaged 
medium for marketing all the materials and equipment 
used in metal trades manufacture. 


HARDWARE AGE is the recognized dominant busi- 


ness paper of the hardware trade. For three-quarters 
of a century it has recorded the achievements, fore- 
casted the changes, and cooperated in the successes of 
hardware merchandising. Through the intimacy of its 
editorial contact, and its thorough penetration into the 
fabric of the trade, Hardware Age assures a most favor- 
able and receptive hearing for the advertising messages 
of manufacturers. 


HARDWARE AGE CATALOG puts at the 


finger tips of 15,000 Hardware Buyers the names, ad- 
dresses and trade names of more than 16,000 manufac- 
turers of hardware and allied products, representing 
over 60,000 items sold through hardware channels. It 
also includes 250 pages of illustrated catalog buying 
information. 


EACH PUBLICATION is supreme in its function 


through the breadth of editorial experience behind it, 
the soundness of its direction and the calibre of its staff. 


IRON AGE PUBLISHING CO. 


239 West 39th St. New York City 


Controlled by the 
United Business Publishers, Inc. 











EATHER’S value in shoes—and its value in 

L countless other types of service—represents a 

vast amount of work done on a remarkable ma- 

terial. Nature does for the tanner what he himself 

could not do by providing a substance of animal fibers 

from which leather can be made, but the business of 
tanning begins only where Nature stops. 

Through a network that extends into every raw ma- 
terial market in the world, American tanners purchase 
the best hides and skins available. This network, com- 
bined with that required to bring in tanning agents, 
covers most of the ports and many of the more remote 
regions of the world, where the transaction of business 
involves severe difficulties. 

Ships that plough the seven seas bring a quarter of 
a million hides and skins to the United States every 
working day in the year. In addition, our 600 active 
tanneries take nearly all the hides and skins produced 
here. The procession of animals whose overcoats are 
tanned every year, mainly to keep feet well shod, in- 
cludes : 


22,000,000 cattle 
45,000,000 sheep and lambs 


50,000,000 goats 
16,000,000 calves. 


a choice collection of several hundred thousand deer, 
kangaroos, horses, snakes, lizards, 
alligators, sharks and ostriches would 
complete this parade. 

The world is being searched for 
new and novel skins that will show 
up in grains and surface finishes for 


ll BUNDANT 


grow. 


world over makes grass to 
Then rapidly follows the 
growth and development of 
herds of cattle. The above scene 
from the Argentine illustrates 





EEATHER «0» MATERIALS 


EATHER has changed, and the change has taken 


place right under our own eyes, and a lo: of us 
haven’t noticed it any more than we notice the 
changes that take place in our friends that we see 
every day. It’s singular how it is that we do not no 
tice these changes. But it’s the way of human nature. 
For instance, look at the reptile leathers. _ \(illions 
of them are used these days for shoes, as well as for 
bags, belts and a lot of other things. A few years ago 


there were a lot of shoe men who never even thought 
of handling reptile shoes, and there were ever some 
who absolutely refused to consider shoes of snake 
leather. 

Or notice how shoes on the foot of today fit like a 
glove on the hand, smoothly. Without a wrinkle, and 
snugly as well as strongly. There is more of the soft 
glove tannage, and less of the hard mineral tanuage in 


Tanners could make leather as hard as 
But who wants leather that 
The shoemakers certainly do 


edges 


the leather. 
iron, if they wanted to. 
would wear like iron. 
not. It would break their needles, and turn t! 
of their knives. . 

Sole leather is more supple. Observe the 1! 
of the modern shoe, with its bottom that be: 
the foot. Good old hard hemlock never would 
Hemlock leather is not yet as extinct 
as a dodo, for the statistics s!iow that 
a few sides of it are still on |:and. 

Leather is stronger. [/s any 
body noticed that shoes are jatched 
no more? Some merchants ‘ay tt 


<ibility 
Is with 
lo that. 


rain-fall "9 


fashion use. —— leather in the raw. 4 member the leather patches ‘at they 
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sold, to be stuck on over a crack in the vamp, like a piece 
of sticking plaster. How long is it since you have had 
to mend a ripped seam to please a customer? 

Look at the way colors have come. Most every pair 
of stylish shoes for women have a touch of color on 
them, and some are all color. Indeed, color makes the 
style just now. Yet it wasn’t so very long ago when 
80 per cent of all shoes were black. 

Yes, leather has certainly changed a lot, and right 
under our eyes, without being noticed. Hides are still 
the same, for the cow grows a pelt according to na- 
ture’s design. Hides may be lighter, and of smaller 
area, but they are still the hides that the Adam of tan- 
ners knew insofar as their chemical construction and 
physical properties is concerned. But tanners have 
learn 
we h 


| to make finer leather of them, and that is why 
ve better shoes, of finer style. 


SUEDE leather Fall steps ahead, and as a re- 
A sult there are suede leathers and suede leathers, 
and more of them than ever, for there are suede 
kid, 2 comparatively new stock, 
suede calf, and old and familiar 
stock, and suede sheep which is 
not so familiar to shoemakers. 
The best is that which nature 
grew for a suede finish. This 
finish, as every shoe merchant 
knows, is a velvety nap, or a mass 
of tiny fibres, snuffed up from 
the skin by an abrasive wheel and 
dressed by the tanner’s best skill. 
Now if nature grew a fine 
fibre in the skin, the suede nap 
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ACH part of the world con- 

tributes its 
quarter million hides and skins 
imported by United States tan- 
ners every working day. 
map by the American Leather 
Producers, Inc., shows the prin- 
cipal producing regions — and 
also indicates principal sources of 
vegetable tanning materials, which 
are indicated in italics. 
for tanning comes ‘mainly from 
Southern Africa. 


will be fine and silky; but if nature grew a coarse 
fibre, the nap will be coarse and stringly. If the calf 
was raised on milk, the fibre of its skill is strong and 
supple. If it were turned out to grass it the fibre of its 
skin is hard and brittle. 

So nature dictates the quality of suede. The skill 
of the tanner may gloss over some of nature’s imper- 
fections. But they come out in the wear. If the skin 
is naturally poor, its coarse fibres will lift themselves 
up in the nap of the leather as the shoes are worn, like 
weeds in a lawn. If the skin is naturally good, its fine 
fibres will stay smooth and silky, and true to color, 
too, like the grass on a well kept lawn. 

Of course, there is also the matter of keeping the 
suede finish in fine condition, like the greens on a golf 
course. The tanners their leather with “fat 
liquors” to nourish the fibres, even as the gardener puts 
fertilizer on the lawn to enrich the grass. The tanners 
brush the nap of their suede, to clean dust and dirt from 
it, even as the gardener rakes the lawn. 

Suede leather is coming better from the tanneries 
than ever, because tanners have mastered more of the 

art of making it. 
cleaner in the 


dress 


The nap keeps 
factories. 
There is less trouble than ever 
with cleaning suede shoes in the 
workrooms. The leather is 
naturally clean. No dust and 
dirt is left in its nap, to soil the 
color of the leather, or the stock- 
ings over which shoes of the 
leather are worn. Some tanners 
recommend liquid dressings for 
keeping suede in _ condition 
in factory or on foot. 
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“The shoe holds its shape 
when the heel is straight” 


MAXIMUM 
MILEAGE 


MAXIMUM 
TRACTION 


MAXIMUM 
SAFETY 


MAXIMUM 


COMFORT 
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MobeERN shoemaking principles have been 

fully developed in the United Cushion Heel. 

The scientific core construction makes possible othe we 
a permanently flat walking surface. Manufac- ee 
turers have adopted this modern, smart looking 

heel as standard equipment, because its tight 

attachment and flat tread protect the style and 

service that have been built into the shoe. 


When attached 


UNITED SHOE MACHINERY CORPORATION tte beet fiattens out 


producing a snug, 
BOSTON, MASSACHUSETTS tight edge 
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land, Cal., says:—“You and 

I may know all the keys on a 
piano, yet we can’t play like a Pad- 
erewski. Just the same with a shoe 
salesman, if he does not know all the 
harmonies of his stock, he is not 
able to manipulate it to the entire 
satisfaction of his customer and of 
his boss. The same thing that 
makes a great musician makes a 
great shoe salesman; constant prac- 
tice with his stock in trade. 

“We make money here by losing 
sales. That means that our lines 
are closely defined. No doubt we carry less lines 
than any other store in this section doing a general 
business. Some lines of men’s shoes we have ordered 
and reordered steadily for the past nine years. Sev- 
eral women’s shoe numbers have been successfully 
sized up for six years also. That means that the 
basic stock is worth dollar for dollar of what we paid 
for it. On the shelves are some forty styles of 
women’s shoes which are carried in complete sizes 
and which are bought over and over again. Short 
lines of new shoes just do not exist here because we 
do not buy them. If we are stuck on a line, and this 
does happen too, we have a better chance to clean 
out 120 pairs of good sizes in one number than if 
we had 120 pairs that comprised five or six different 
kinds. 

On sizes, however, we do try to cover the field that 
that particular shoe demands. We have sizes and 
plenty of them. Many lines of women’s shoes start 
at 5A’s and men’s at 3A’s through to C’s, D’s or E’s 
as the fitting of that shoe may 
require. Instead of having three 
or four conflicting lines, or even 
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EVERY IDEA 


A Srioe-Money Marker 


vv v Vv 


You and I 

may know 
all the keys 
on a piano— 
yet we can’t 
play like a 
Paderewski 

—Charles Kushins 


An Idea for an Idea 
and a 
Truth for a Truth 
MAKES 
MONEY 
FOR ALL 


several lines that are 
alike, this store is being success lly 
merchandised by picking out the one 
best line from each factory.” 


very near 


A good tip in regard to dy cing 
shoes from R. Hardebeck of the 
Baker store, San Francisco: Beiore 
dyeing a satin shoe, clean it ood 
with gasoline, but never use gas- 
oline or any dry cleaner on crepe 
material, before or after dyving. 
Two reasons for this advice |eing 
that gasoline will pull the backing 


loose from the fabric and it will also pull the c ment . 


through the toe boxes and the counters. 


Most for a cent—The ordinary one cent jostal 
card, made by the United States, offers one oi the 
finest advertising mediums going. A message well 
printed on the back of one of those cards, maile:! toa 
list of people in outlying districts, will create busi- 
ness. This is no slam at newspapers. Neither is ita 
dig at the “direct-by-mail” enthusiast who has elab- 


orate things to sell. The humble postal card does an 
effective job. There is a small store in the west, sit- 
uated in a small town, the center of a rural district 
covering forty miles sweep, that has proven it beyond a 
doubt. This merchant mails about 4,000 cards each 


month to a selected list, taken from tax books. Not 


a day passes without some farmer or rancher com- 
ing in to buy a shoe advertised on one of tho-« pos- 
tal cards. Economical, easy to handle, minimum of 


labor, effective. He says that 
his sales have increased to 2 
marked degree since he has ac- 
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quired the postal habit. 
He uses’ four country 
newsp pers too, but he 
can trace results direct- 
ly to his cards while 
his newspaper adver- 
tising is always a 
doubtful quantity. 


Free Publicity —W. 
H. Kuhl of Kuhl & 








How Much Did Bill Lose? 


How much did “Bill” lose? Figure it out and get a 
pair of good shoes—at half price. 


East Ohio Street is all agog over this question—How 
much did “Bill’ Kuhl, the shoe man at 521 East Ohio 
Street, lose when a twenty dollar counterfeit bill fig- 
ured in the sale of a pair of shoes Monday morning? 


Here is the story. Immediately upon the opening of 
the store doors in the morning a stranger appeared and 
purchased a pair of shoes. The price was eight dollars, 
and in payment for the same he presented the clerk 
with a twenty dollar bill. 


On account of the early hour there was not sufficient 
change so the clerk went to a nearby store and had the 
bill changed. The purchaser was given the shoes and 
twelve dollars in change. Later in the day the neighbor 
returned the twenty dollar bill to the Kuhl store with 
the information that it was counterfeit. Of course Mr. 
Kuhl gave the neighbor twenty good dollars for it. 


The first person to appear at the store next Monday 
morning with the correct amount of loss through the 
transaction will be presented with a pair of shoes at 






shoes by putting live 


reptiles in the win- 
dows. James and Met- 
calfe brought up a set 
of lizards from Lon- 
don. There were eight 
of them. They then 
found a place in Liver- 
pool where they could 
buy snakes. Not 
knowing much about 


the technique of hand- 


Company, N. E. Pitts- 


1 : half price. 
burgh, Pa., with a rec- 


ling snakes there was 
considerable embar- 











ord of forty years’ re- 
tail, same name, same 
location, last week ob- 
tained a lot of free pub- 
licity on the front page in the News Box in a local 
Pittsburgh suburban paper. 

The public was asked the question “How much did 
Bill lose?’ A great number of people answered. 
Strange to relate only two were correct. The answer 
to “How much did Bill lose”—is $12.00 and one pair 
of shoes. ’ 


Seeing Snakes.—J. P. McNulty of Stafford, Eng- 
land, writes to us saying “One of our Lotus Shops 
in Liverpool has been a serious problem. The store 
is perhaps the finest of all from the point of view of 
construction, but it is on the wrong side of the street, 
and we have not been able to bring people across to 
the shop. I have been urging that we should be as 
dramatic as possible in our appeal to the passing 
public, and eventually I got my message home; truly 
with a vengeance! 

“James put in the windows two turn shoe makers 
dressed in white coats and looking very efficient and 
craftsmanlike. The result was that we blocked the 
street and got into trouble with the police. We kept 
it up as long as we could, but the traffic block became 
such a nuisance, that we had to close down. 

“The next effort was to call attention to our reptile 
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rassment. The animals 
were put into the win- 
dows, but they devel- 
oped a_wanderlust, 
climbing over the fixtures and the back of the win- 
dow, and then crawling about the floor. James, Met- 
calfe and the shop manager who was rather nervous, 
tried to capture them, and pulled them from under 
carpets and boxes. Eventually it was decided that 
the only way to keep the snakes in order was to bot- 
tle them, and a tank was purchased at a naturalist’s 
nearby. The tank was placed in the window with 
the opening against the glass and the snakes im- 
prisoned therein.” 


Front page news box—in 
Pittsburgh Suburban Paper. 


Who Told You?—Sometime during the course of 
the sale to a new customer, the boys in Nudelman’s, 
Portland, Ore., ask in a nice sort of way: “Who rec- 
ommended you to us?” In nine cases out of ten, 
some old well satisfied customer is named. (This 
customer is always thanked either by mail or phone.) 
Next comes the “We know you will have so much 
pleasure from these shoes that you, too, will take 
delight in recommending friends of yours to wear 
them.” Many times women will drop in the store 
just to ask if some friend has been in to buy shoes. 
Mr. Nudelman thinks the phenomenal growth of his 
business is wholly due to the many satisfied repeat 
customers that result from well fitted shoes. 
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BUY as you SELL 


And Avoid Frozen Capital in End Sizes 
The Recorder Stock Record System Helps You Do Just That! 























One hour a week 
RECORDER STOCK RECORD SYSTEM : LU keeps your rec- | 
Je ords complete. | 


MONTHLY INVENTORY 


4 Every sale and 
rH purchase re- 
e—“\\" corded. 


Visible daily 
. ~““\\ turnover and 
sales report. 


Send for your 
copy today; it 
will prove an in- 
valuable aid ‘in 
keeping you ac- 
Ccurately in- 
formed from day 
to day. 














the right sizes, th 
on 4 ¢ right shoes in the grades 
lt is part of our Recorder service to aid 

in 








SuUTING ORDER 





Stock Record Book, with 4 Inventory 
Pads (or 2 Inventory Pads, and 2 
Buying Order Pads) and 1000 Car- 
ton tickets with clips:— 


$.Q.00 


Per re « | West of Denver, $8.50 
ae Taal ool ol a v Canada and Foreign, $9.25 




















100 sheets and ii 13 13% louse tenf binder—also Above, not including 
heet 100 inventory sheets and ’ 
Gay inven'Go Buying order sheets. CARTON TICKETS, $5.50 
West of Denver, $6.00 
Shoe Carton Tickets ’ 

50c. per 100; $1.50 for 500; $2.50 tor 1000. Canada and Foreign, $6.50 

Clips supplied when quantity order s or more. et 
om prepaid—check with order please. Postage Prepaid—Check with order, plea 














MERCHANTS SERVICE DEPARTMENT 


Boot and Shoe Recorder 
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Business Changes 


10WA—Chariton—Brown Shoe Store, boots 


and shoes; succeeded by Beem & Atwell. 

- KANSAS—Abilene—Sylvester Shearer (Estate) 
(Shearer Shoe Store) boots and shoes; reported 

succeeded by H. S. & R. M. Shearet. 
MASSACHUSETTS—Cambridge—S. Macarelli 

(Babe Joe’s Shoe Store) (696 Cambridge Street) 

boots and shoes; recently commenced business. 


NEW YORK—New York City—Alexande1 


Braaf (135 First Avenue); bocts and shoes; 
reported sold out to Sarah Braaf. 
PENNSYLVANIA—Philadelphia—Edward _ §. 
Goldberg (Military Sales Company) (622 Market 
Street), wholesale and retail army and navy 
goods and shoes; reported sold out to Benjamin 
Gobdbess. 

TEXAS—Vernon—R. E. McMinn 
Bootery), boots, shoes, etc.; succeeded 
Minn & Glover. ° 


(McKibbin 
by Mc- 








Failures, Embarrassments, Etc. 


KENTUCKY—Louisville—A. Golden, boots and 
shoes; reported offering to compromise at 3314 
per cent. 

MAIN E—Yarmouthville—Mrs. Sadie Bernstein, 
shoes, etc.; reported petition in bankruptcy 

MASSACHUSETTS—Medford—Ida Yudofsky, 
shoes and repairing; reported assigned. 

NEW JERSEY—Hammonton—Nathan Platt 
(112 Bellevue Avenue), boots and shoes; re- 
ported petitioned in bankruptcy. 

NEW YORK—Brooklyn—Milton Fried (242 
Fifth Avenue), boots and shoes; meeting of 
creditors reported called. 

(“Owl Bootery’”) 438 


Howard Somerwitz 
boots and shoes; re- 


Knickerbocker Avenue; 
ported assigned. 

New York City—Jacob Weininger (1312 Wil- 
kins Avenue); boots and shoes; meeting of 
creditors reported called. 

Syracuse—Tower Leather Co., Inc. (250 E. 
Water Street), shoes, lasts, laces and linings; 
meeting of creditors reported to have been 
called for July 22. 

OHIO—Lima—Charles S. Cohen (Lima Shoe 
Market) (218 S. Main Street), boots and shoes; 
reported receiver appointed. 

OKLAHOMA—Skiatook—John H. Craig, shoes, 
etc.; reported offering to compromise at 15 ‘per 
cent. 

TENNESSEE — Nashville—Kuhn-Cooper-Geary 
Co., shoes and hosiery; reported petitioned in 
bankruptcy. 

TEXAS—Beeville—A. Q. Knight, boots, shoes, 
etc.; reported petitioned in bankruptcy. 

WISCONSIN—Edgerton—Pearson & Jagoditch 
Co., boots, shoes, etc.; reported assigned. 

WYOMING—Sheridan—Hewitt’s Bootery (A. 
J. Hewitt, Prop.); reported assigned. 


New Shoe Dealers 


Niobrara, Neb.—Golden Rule Store. 

Green Forest, Ark.—Cantrell & Rowland. 
Laurens, lowa—Steffens Madsen. 

Ionia, lowa—W. M. Buhrow. 

Canonsburg, Pa.—N. J. Greenburg, 539 Adams 
Avenue. 

— Rapids, Wis.—Tri-City Boot Shop, 


"ret Falls, Mont.—Metropolitan Chain Stores, 


, = Ont., Canada—Metropolitan Chain 
Stores, Inc. (soon). 

Manson, lowa—Wolff & Co., Long Bldg. 
Madison, Ind.—J. C. Penney Co. (soon). 
Aurora, Neb.—J. C. Penney Co. 

Hopewell, Va.—Harry J. Goldman. 
Casubare, Pa.—N. J. Greenburg, 539 Adams 


i, Angeles, Cal.—West Adams Department 
Store, 5205 West Adams Street. 

Winslow, Ind.—The Julian Stores, Inc. 
Aurora, Neb.—J. C. Penney Co. 

Gothenberg, Neb.—J. C. Penney Co. 

Hebron, Neb.—J. C. Penney Co. (soon). 

Oakes, N. D—J. C. Penney Co. (soon). 
Torrence, Cal.—J. C. Penney Co. (soon). 

lowa—J. C. Penney Co., Jonas Hoffins 
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Gloversville, N. Y.—Montgomery Ward & Co., 
93 North Main Street (soon). 

Redondo Beach, Cal.—J. J. Newberry Co., 122 
North Pacific Street. 

Greenwood, S. C.—Ponson-Jeans Shoe Co. 
, Syracuse, N. Y.—New Jersey Nettleton Co., 
ne 


Brockton, Mass.—Touraine Shoe Corp. 

Gooding, Idaho—S. C. Anderson. 

Milwaukee, Wis.—J. Rice, 1816 Vliet Street. 

Nampa, Idaho—Alexander’s Store. 

Paterson, N. J.—Self-Service Shoe Stores, 88-a 
Market Street. 

Clearfield, Pa.—G. R. Kinney Co., Inc., 115 
Market Street. 

La Mesa, Cal.—O. E. Watts. 

Russiaville, Ind.—W. A. Miller. 

New York, N. Y.—Footwear Import Co., 1165 
Broadway. 

Cushing, Ohio—Montgomery Ward & Co., Sit- 
terly Bldg. 

McMinnville, Ore.—Montgomery Ward & Co. 

Duluth, Minn.—J. C. Penney Co., 2010 West 
Superior Street. 

Searcy, Ark—J. C. Penney Co. 

Virginia, Minn.—Sears, Roebuck & Co. 

Okmulgee, Okla.—J. J. Newberry Co. 

Burney, Ind.—-Burney Merc. Co. 

Detroit, Mich—New York Shoe Co. 

Sanford, N. C.—Progressive Stores, Inc. 

Algona, Iowa—Silverberg Brothers. 

Akron, Iowa—Silverberg Bros. 

Storm Lake, Iowa—Silverberg Bros. 
eg npeame, N. J.—Economy Bootery, 473 Broad- 

- 

St. Louis, Mo.—Wilbur Coon Shoes, Inc., 
Locust Street. 

Barling, Ark.—Ronald W. 7 

St. Libory, Neb.—James Dejmal 

_ ne Center, N. Y.—Ideal Dry Goods Co., 


"etereen, Ohio—Barberton Dry Goods Co., 
212 East Tuscarawas Street. 

Woodsfield, Ohio—D. O. Watson. 

Bellaire, Ohio—E. A. Nayfa, Main near Kick- 
apoo Street. 

Chicago, Ill.—Marquette Dry Goods Store, 
2805 West 63rd Street. 

Chicago, Il!.—H. C. Godman Shoe Co., 28-30 
South Market Street. 

New York, N. Y.—H. C. Godman Shoe Co., 
260 Furman Street. 

Li'y, Ky.—J. C. Benge. 

Wilson. Okla.—Bill Moore. 

Brewster, Wash.—C. ~, Blackwell & Co. 

Lewisville, Wash.—W. Case. 

Outlook, Wash.—Ella Bad 

Detroit, Mich.—H. Waszelewski, 12944 Michi- 
gan Ave. 

Detroit. Mich.—Modease Health Shoe Co., 30 
John R Street. 

‘sacoma, Wash.—August Seymour, 2517 Sixth 
Avenue. 

Port'and, Ore.—Edw. E. Galladay, 1153 Bel- 
mont Street. 

Scholls, Ore.—M. A. Kilpatrick. 

Arlington, Ore.—Theo. Shell. 

Omak, Wash.—C. E. Blackwell. 

Tacoma, Wash.—-H. Berger & Sons. 

Macon, Ga.—J. P. es & _ {new dept.). 

Cobleskill, N. Y.—J. J. New 

Lewiston, Me. — G. R. Gieney | >, 24 Lisbon 


Street. 
Clearfield, Pa.—G. R. Kinney Co., 115 Market 
Street. 
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Latest Reports of New Stores, 
Failures, Embarrassments and 


Bankruptcy Proceedings 


Sayre, Okla.—J. C. Penney Co. 

Washington, Mo.—J. C. Penney Co. 

Anthony, Kan.—J. C. Penney Co. (soon). 

Bloomington, Ind.—J. C. Penney Co. (soon). 

Shelbyville, Ind.—J. C. Penney Co. (soon). 

Lawrenceville, Ill.—J. C. Penney Co. (soon). 

Brookings, S. D.—J. J. Newberry Co. (soon). 

Cedar Rapids, lIowa—Kline’s, 119-21 Third 
Avenue. 

Corpus Christi, Tex.—Perkins Bros. 

Wakefield, Mass.—W. T. Grant Co. 

Chicago, Ill.—W. T. Grant Co., 3341-48 West 
Roosevelt Road. 

Lackawanna, N. Y.—W. T. Grant Co. 

Brunswick, Ga.—W. T. Grant Co. (soon). 

Gastonia, N. C.—Montgomery Ward & Co. 
(soon). 

Weir, Tex.—H. Doering Co., Inc 

Cabot, Vt.—Ernest Witham. 

Fort Sumner, N. M.—T. J. White. 

Genevieve, Mont.—F. E. Erickson. 

Huntington Park, Cal.—Ritzi Shoe Shop, 6411 
Pacific Boulevard. 

e Andes, 8S. D.—Marcus & Lipton. 

Ryan, Okla.—Brown Brothers Dry Goods Co. 

Tulsa, Okla.—Outlet Shoe Store, 208 South 

a‘n Street. 

Langford, S. D.—Peter A. Anderson. 

Clearfield, lowa—C. C. Miller. 

New Market, Ind.—Will Martin. 

New York, N. Y.—Milerose Shoe Co., Inc 

Kellogg. Idaho—John M. Gaby. 

Asheville, N. C.—Roxe Boot Shop, 33 Patton 
Avenue. 

Wakefield, Neb.—Silverberg Bros. 

Ogden, Utah—National Outfitting Co. 

Sweet Springs, Mo.—Harvey House. 

Robstown, Tex.—A. L. Lambert. 

New York, N. Y.—Shoe Nook, 228 West 82nd 
Street. 

Buffalo, N. Y.—Solid Leather Slipper Corp. 

Linton, Ky.—J. M. Carr & Sons. 

New York, N. Y.—C. & A. Lo Presti, 

Lockport, N. ¥.—Simon-Hall, Inc. 

New York, N. Y.—Made-Rite Shoe Co., Inc. 

Uvalde, Tex.—L. Schwartz & Co. 

Saginaw, Mich.—U. S. Cut Rate, Inc. 

Ahoskie, N. C.—Gerock & Applebaum, Inc. 

West Palm Beach, Fla.—Frank Harrison Shoe 


Store, Inc. 
Y.—Sally Shoe Land, 1464 St. 


New York, N. 
Johns Place. 
ew York; N. Y.—Lincoln Smart Shoes, Inc., 

461 Broadway. 

Van, W. Va.—M. J. Thabet. 

Bloomfield, lowa—W. E. Casady, Dunlap Bldg. 

Woodsfield, Ohio—D. O. Watson, Main and 
Maretta Streets. 

Bellaire, Ohio—E. A. Nayfa. 

Chicago, Ill.—Marquette Dry Goods Store, 2895 
West 63rd Street. 

Sinton, Tex.—W. W. Find. 

Sanger, Tex.—J. H. Barnes. 

Lexington, Mo.—Conner-Wagoner, 

Cornelia, Ga.—W. A. Miller Co. 

Hanover, Pa.—Anthony Shoe Store, 
Bldg. 

Gadsden, Ala.—Stovall Sales Co. 

Asher, Okla.—C. W. Rolls. 

Smithboro, Ill.—Ludwig Mohelenbrock. 

St. Charles, Ill.—R. Leslie. 

Lynbrook, L. I., N. Y¥.—Harry’s Shoe Shop, 
Inc. 

Long Beach, Cal.—Kirby Shoe Co., 
Third Street (soon). 

Long Beach, Cal.—Kirby Shoe Co., Pine 
nue, near Ocean Avenue (soon). 
Long Beach, Cal.—Kirby Shoe Co., Pine 
nue, between Brondway and Third (soon). 
Portsmouth, Ohin—Lincoln Boot Shop. 
Los Angeles, Cal.—Ervin W. Brandau, 
Sunset Boulevard. 

Red Oak, lowa—A. L. Peterson. 

Hollywood, Cal.—Mundel’s Shoes, 
Hollywood Boulevard (soon). 

Burke’s Garden, Va.—Fred Holes. 
ol aeeetie Va.—Efird’s Department Store, 
ne. 

Turner, Wash.—Lee R. Belderbach. 

Outlook, Wash.—Ellis Rathbun. 

Hood River, Ore.—Alex Hukari. 

Dorena, Ore.—Emil Kirk. 

Brooks. Ore.—C. L. Allison. 

Norwalk, Mich.—Elmer Gilbert. 

Coquille, Ore.—C. C. Self-Service Store, Nos- 
ler B'de. 

Holbrook, Ore.—P. E. Walker & Co. 

Roseburg, Ore.—K. E. Sandquist. 

Sherwood, Ore.—Kilpatrick’s. 


(soon). 
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WHERE TO BUY 
Men’s Shoes 
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().. A. PACKARD ~~ mana wate (P) 











BOSTONIANS 


SHOES FOR MEN 
COMMONWEALTH SHOE & LEATHER CO. 
WHITMAN, MASS. 











NETTLETON 
Shoes of Worth 
A. E. NETTLETON CO. 


H. W. COOK, President 
Syracuse, N. Y., U. S. A. 
MEN’S FINE SHOES EXCLUSIVELY 








Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 

SHOES 


Brockton, Mass. 

















*MEN’S FINE SHOES 


IN STOCK 
FOR IMMEDIATE SHIPMENT 


RICHARDS & BRENNAN 
RANDOLPH, MASS. 
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50 STYLES IN STOCK 


EMERSON SHOE MFG. CO. 
ROCKLAND, MASS. 


WRITE TODAY FOR CATALOGUE 
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EMERSON SHOE MFG CO 
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Birmingham Store Moves 
to City’s Fashion Center 


New Manager Believes This Is 
Independents’ Next Move 


BIRMINGHAM, ALA.—Prior to re- 
moval from the down town district to 
the residential section of the city, the 
Wheeler Shoe Store, of Birmingham, 
retailers of the Cantilever line, has se- 
cured the services of Paul Oxford, vet- 
eran foot health specialist, as manager. 
Mr. Oxford’s experience will strike the 
quarter of a century mark within a 
month, most of it in Florida and North 
Carolina. The purpose of installing 
him as manager, along with the move 
into the fashionable residential section 
of the city, is to accentuate foot ser- 
vice along with the style for which this 
store is known in Birmingham. 

“Our reasons for making the coming 
move out of the business district are 
manifold,” said Mr. Oxford. “In the 
first place, with the price wars, park- 
ing difficulties, high rents and general 
type of competition of the older busi- 
ness centers, I believe the move to res- 
idential centers is what many of the 
high class independent stores, featur- 
ing style and service. will eventually 
eome to. Merchandising downtown is 
becoming more and more hurried and 
strenuous. 

“On the other hand, stores are very 
much more reasonably rented in res- 
idential centers. Most of our trade, 
too, is drawn from the more exclusive 
section around Five Points where we 
are locatine. We will be nearer, and 
parking will be convenient and right 
at hand. Women who live in this dis- 
trict will be able to shop at our store 
more like women used to do. This 
store will draw from a population of 
forty thousand, and rent will be con- 
siderably less than it would be in a 
town of thirty thousand people, not 
comnosed so largely of the type of cli- 
entele to which the better class store 
apneals as is the Five Points section.” 

The new store at Five Points will 
oven on October 1, and is being spe- 
cially constructed by a Birmingham 
firm for the Wheeler Shoe Store. After 
the removal, the Junior Store, which 
has been in this location for over a 
year, will be moved into the new store 
as a department and the Junior Store 
closed. 





Allen Buys Hardy Interest 


Des MorNnes, Iowa —Ray Allen, who 
has been a clerk in the Aikins Hardy 
shoe store at Winterset, Iowa, since 
1916, has purchased Mr. Hardy’s in- 
terest in the store and the firm name 
will be changed to Aikens & Allen.: 

Mr. Hardy had had an interest in 
the business since 1918, but during 
the past two years had been on the 
road most of the time, representing the 
Air Mail Shoe company of Cincinnati, 


io. 
Mr. Hardy plans to move his family 
to Des Moines the middle of August. 





E. G. Barker Transferred 


BIRMINGHAM, ALA. (UTPS)—E. G. 
Barker, manager of the Bressler Com- 
pany’s department at the Ideal here, 
leaves this week for Nashville, Tenn., 
where he will take over Bressler’s de- 
partment at Franklin’s. 
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Big Sale of Suedes 


Batavia, N. Y.—P. W. Minor & 
Son, Inc., are doing a land office busi- 
ness on suede shoes. “Early last 
spring I was advised to put in sued¢s,” 
remarked President Henry H. Minor 
the other day, “and I thought perhaps 
they would sell for fall, as they had 
been out some years, but I never could 
make myself believe that women would 
buy them for summer. Yet we put 
them in last spring and we have been 
doing a big part of our business on 
them ever since. We even were forced 
to put them in stock in a variety of 
shades.” 





Foreign Countries Protest 


U. S. Tariff Proposal 


WASHINGTON, D. D.—Many forvcign 
‘countries have filed protests against 
the imposition of a tariff on hides, 
boots and shoes as proposed by the ew 
tariff bill, recently passed by the H:use 
and now being studied by the Senate 
committees. Chief among these is that 
of Czechoslovakia, one of the most im- 
portant exporters of footwear to the 
United States. As was brought out in 
recent testimony, the imports from this 
country to the United States have been 
growing steadily. This has meant 
work in that country for many persons; 
an interesting and substantial revenue 
has been derived from the manufacture 
and exportation of footwear, and the 
country does not want to. lose all! that 
so it is protesting and protesting vchem- 


is entirely unwarranted. 

Austria has protested against a duty 
on hides and skins of cattle; Nether- 
lands has protested against placing a 
duty on leathers; Denmark is opposed 
to a duty on hides. Other countries to 
be affected by the proposed tariff on 
hides, leathers, boots and shoes have 
filed similar protests. 

What effect the protests of these 
countries will have on the proposed 
tariff is not known, but it is felt that 
they will have some effect. The fact 
that shoe manufacturers, tanners, 
leather manufacturers, importers of 
footwear, leather and hides and others 
vitally interested in the proposed tariff 
on hides, leathers, boots and shoes are 
at variance may influence the Senate 
committees working on it for presenta- 
tion in the Senate when that branch 
of the legislative part of the Govern- 
ment reconvenes. 





Globe Shoe Co. Remodel! i: 


SAVANNAH, GA.—An investment of 
about $15,000 is being made com) lete- 
ly remodeling the store building here 
occupied by the’ Globe Shoe Co., retail 


— 
ge 


dealers, and when the work is com- 
pleted the store will be one of th: most 
modern in the southeastern d -trict. 


The company also plans to «stall 
many new fixtures. 





Moves to Havana 


Boston, Mass.—Arthur Taylo”. who 
formerly manufactured lasts her . has 


gone to Havana, to take charge ‘‘ the 
last making department of a | uban 
shoe factory. He was at one tim: with 


the Golbert Last Co. and late: with 





MeNichol, Taylor, of Lynn. 
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Victor Allen Elected 


ATLANTA, GA.—Victor Allen, one of 
the owners and officials of the firm of 
Bona Allen, Inc., Buford, Ga., one of 
the largest shoe manufacturing plants 
in the southeastern district, was 
elected a member of the board of di- 
rectors of the Georgia Manufacturers 
Association at the annual convention of 
that organization held recently at the 
Biltmore Hotel, in Atlanta. J. P. Mc- 
Grath, executive secretary of the as- 
sociation for several years, was re- 
elected 


90% of Atlanta Salesmen 
' Belong to Shoe Association 


ATLANTA, GA.—That good fellowship 
and a spirit of friendliness among the 
shoe se.esmen of the retail stores of 
any sizeable town or city is important 
not on], to the welfare of the individu- 
al salesmen themselves but also to the 
stores, s being well evidenced by the 
unusua! success of the new Atlanta Re- 
tail Show Salesmen’s Association, which 
was orzanized in May and already 
numbers among its active members 
nearly {0 per cent of all of the retail 
shoe salesmen in the Atlanta stores. 
The first meeting in May was attended 
by about 100 salesmen all of whom be- 
came charter members of the organiza- 
tion, and since then the enrollment has 
been increased to nearly 160. 

For a long time the need of such an 
organization was felt in Atlanta, and 
finally a few of the leading salesmen 
got together and arranged to call an 
organization meeting during May. So 
enthusiastic was the response that the 
association was duly formed, and its 
success is now fully assured by the 
response it has met with among the 
Atlanta shoe salesmen, who have now 
become better acquainted with each 
other than they have ever been before, 
and find this spirit of friendliness and 
good fellowship a big help to them and 
their stores. Meetings are held regu- 
larly every month with a Dutch treat 
banquet. 

The officers of the association elected 
at the May meeting include Robert G. 
Bowie, of the men’s shoe department 
of the George Muse Clothing Co., presi- 
dent; Joe Isenborg, of Edison Broth- 
ers; A. May, of Parks-Chambers, and 
N. F. Peterson, of Kinney’s Shoe Store, 
vice-presidents; Harold F. Podhaski, 
of the Boot & Shoe Recorder, secretary, 
and Douglas Chandler, of Chandler’s 
Boot Shop, treasurer. Directors in ad- 
dition to the above are Paul Barcroft, 
Florsheim’s; M. D. Mitchell, Jr., 
George Muse Clothing Co., and C. E. 
Hadaway, Chandler’s Boot Shop. 


New Ground Gripper Store 


SPOKANE, WasH. (UTPS) — At a 
cost of $10,000 the building formerly 
occupied by Eggert’s Shoe store, 
Sprague and Howard, is being re- 
modeled into a two-store building in 
which the Ground Gripper Shoe store 
will be housed. The other part of the 
building will become a brokerage office. 

he _ Eggert’s company recently 
closed its doors, having sold its stock 


to the E. S. Burgan & Son Company of 
this city. 
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Many Factories Moving to 
Smaller Communities 


HAVERHILL, Mass.—The movement 
of the shoe industry from the big 
cities to the small manufacturing com- 
munities is illustrated aptly by the 
growth of the small shoe centers in 
eastern Massachusetts and southern 
New Hampshire during the past three 
months. Newburyport and Amesbury, 
recognized as shoe manufacturing com- 
munities for many years, have both 
made substantial additions to their in- 
dustry in recent weeks, with indication 
of continued growth. Recent additions 
in Newburyport are the Fisher Shoe 
Co. formerly of Boston, and the Kent 
Shoe Co., formerly of Haverhill. 
Amesbury has gained the Choen Shoe 
Mfg. Co., and the Harrysons Shoe Co., 
both originating in Haverhill. 

Manchester, N. H., is the outstand- 
ing shoe city of New Hampshire and 
its growth in recent weeks puts it ina 
position to vie with the larger centers 
of Massachusetts. Manchester has 
added the Park Shoe Co. of Boston; the 
J. A. Jonas Shoe Co., and the Milchen 
Shoe Co., of Haverhill; in addition to 
the Ayer & Williams Co., which went 
to that city from Haverhill several 
years ago. Nearby in the town of 
Derry is a new addition in the M. T. 
Ornsteen Shoe Co., also from Haver- 
hill. Raymond, N. H., West Epping, 
N. H., and other southern New Hamp- 
shire communities are growing under 
the stimulus of the “back to the woods” 
movement. 


William F. Harmon Dead 


Boston, MAss.—William F. Harmon 
assistant to the treasurer of the United 
Shoe Machiney Corporation, and for 14 
years with that organization, died sud- 
denly on July 20 at his.home, 57 Lewis 
Road, Belmont, as a result of cerebral 
hemorrhage. His health had not been 
of the best for the past few months. 

Mr. Harmon was a brother of ex-Gov- 
ernor Judson Harmon of Ohio, who at 
one time was Attorney-General] in Pres- 
ident Cleveland’s second cabinet. Mr. 
Harmon was secretary and treasurer of 
the Ross-Moyer Mfg. Co., which be- 
came one of the units of the United 
Shoe Machinery Corporation soon after 
the organization of the United, and he 
was particularly well known in the Mid- 
dle West. He was born in Cincinnati, 
Ohio, 67 years ago. 


Tootsies, Inc., Reorganized 


ROCHESTER, N. Y.—Tootsies, Inc., has 
been reorganized. Edward J. Loeb, for 
many years with John Kelly, Inc., who 
took an interest in Tootsies, Inc., after 
the business of John Kelly was liqui- 
dated, has retired. E. L. Mater, one 
of the original owners of the business, 
has taken into the business, in Mr. 
Loeb’s place, his brother, Joseph H. 
Mater. 


New Shoe Department 


BEAUMONT, TEx. (UTPS)—The Utiz 
Company of Lake Charles, La., is open- 
ing the Exclusive Shoppe in Beaumont. 

The shoe department will be one of 
the main features, while they will carry 
a line of ready-to-wear and millinery. 
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WHERE TO BUY 
Men’s & Women’s 
Slippers 





PARISTYLE FOOTWEAR MFG. CO., INC. 
Factory and Salesrooms 
40-46 West 25th St., New York City 
$27.00 per doz. and up 


Catalog 
sent on 
a request 


High Grade Turn Mules and D’Orsays 








<NANS 
Vana 


Men’s and 
Women’s 
“Companion- 
ate” Slippers 
Turns only—Cata 
log on request. 


In Stock 








SEzsiphd 


LEATHER HAND-TURNED 
SLIPPERS 


Nationally Advertised 


Year-Round In Stock 
SERVICE 


Send for 
Catalog 


SHOE Co. 
N. Reading, Mass. 

















MEN’S FINE 


HAND TURNED 
SLIPPERS 


Manufactured 
by 
W. S. CHASE & SONS 
Haverhill, Mass. 
Boston Office: Room 501, Statler Bldg. 


Prices from 
$2.15 to $3.50 








Greatest Value 


$1.65 


E wide, 3 to 9. 
Send for sam- 
ples and we 
will prove it. 
WM. SUMNER SMITH 
325 W. Monroe, Chicago 
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WHERE TO BU} 


Men’s @ Women’s 
Slippers 


COMPANIONATE 
Leather House Slippers 
Turns Only 
MEN’S AND WOMEN’S 
Sizes Now In-Stock 
Price Range, $2.35 to $4.00 
L. B. EVANS’ SON CO. 
Wakefield, Mass. 





ae per 
’ FacMen il : 


B58 Selig Neombers 
GENERAL F FOOT AR CORP'N 


and Offic 
476 Baoanway’ “eS New York 





» 





MULES and oo 


FOR MERCHA 
WHO DEMAND QUALITY 


Send for Beautifully 
Illustrated Catalogue 
eautiful 


rass ee. & F einroth 








7 East 17th Street New York 
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WHERE TO BUY 
Shoe Plates 


88 8 8 8 








Neat, Inconspicuous, Serviceable 
They mean a Saving to the Wearer and a 
Profit to the Dealer 
Hence, their increasing popularity. 
— Ask Your Jobber — 


THE UNIVERSAL SHOE PLATE CO. 
428 The Arcade, Cleveland, Ohio 





Brockton Scores Big 
Gain in Shipments 


BROCKTON, Mass. — Definite shoe 
shipment figures from this center for 
the first six months of the year show 
the 1929 half year total to be 53,921 
cases above the flattering figures of a 
year ago, and prove the optimistic 
claims which manufacturers have made 
that business here has been better than 
for nearly a decade. 

So far this year a total of 269,533 
cases have been shipped out of Brockton 
alone, including 54,912 cases alone in 
March. This compares most favorably 
with a total of 215,612 cases made in 
the corresponding months of 1928. 
Shipments dropped to 41,114 cases in 
June of this year, a between-seasons 
period, but they have started again 
with a rush and for the past two weeks 
the shipments have been proceeding at 
a rate of better than 11,000 cases a 
week. 

While nearly all of the local and 
district plants have started with a 
rush, some difficulty is being experi- 
enced getting sufficient help, particu- 
larly in the stitching and cutting 
rooms. Unions are supplying the de- 
mand rapidly, and most factories have 
settled down to operations at full-time 
capacity. Salesmen in the field are 
beginning to send back encouraging 
reports, and prospects of a good run 
until well into the fall are bright. 


Lease More Stores 


NEw YorK—Spencer Shoe Stores, 
Inc., a chain organization headed by 
Frank Bu:terworth, has leased the 
building at 6307 Eighteenth Avenue, 
Brooklyn, for twenty-one years from 
October 1, it was learned this week 
through real estate sources. The lessee 
also obtained a lease of the store and 
“ore at 541 Sutter Avenue, Brook- 
yn. 

A few months ago Spencer Shoe 
Stores, Inc., started an expansion pro- 
gram to augment its chain of stores in 
the New England States, and it has also 
secured ten of the fifty stores which it 
intends to operate in the metropolitan 
district. 


Larger Shoe Section 


ATLANTA, GA.—The J. Regenstein 
Co., one of the oldest shoe and ready- 
to-wear stores in Atlanta, established 
here 57 years ago, plans to move into 
a new store building now being erected 
at Peachtree and Cain Streets the lat- 
ter part of this year. 

The company’s floor space will be 
substantially enlarged when the new 
building is occupied, and it is an- 
nounced further that the shoe depart- 
ment will be nearly twice as large as 
that in the company’s present store 
here. The department is to be operated 
by I. Miller, of New York. 


Appointed Manager 


ATLANTA, GA.—Thomas Jones, iden- 
tified for the past three years with the 
shoe department of the J. P. Allen 
store here, has been named manager 
of the shoe department in the Mirror 
ready-to-wear store. 
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Pittsburgh Retailers 
Hold Outing 


PITTSBURGH, PA.—The annual 
outing of the Pittsburgh Shoe 
Retailers’ Association was held 
at Turner Grove, north of Pitts- 
burgh, on July 18, with more 
than 125 persons present. The 
day was ideal and the big event 
was the chicken and waffle din- 
ner. William H. Kuhl, veteran 
Northside shoe merchant, was 
master of ceremonies. The base- 
ball game between picked nines 
composed of retail merchants and 
wholesalers lasted five innings, 
honors being even. A number of 
persons came to the grove late in 
the day after the stores were 
closed in the city. William Laird, 
Jr., president of the association, 
was present and aided in wel. 
coming the visitors. 











Will Open Eleven 


New Women’s Stores 


NEWARK, OHIO (UTPS)—The Sarde- 
son-Hovland Co., which has headquar- 
ters in Chicago and operates a chain 
of 45 women’s ready-to-wear shops 
throughout Ohio, Indiana, Michigan, 
Iowa and Minnesota, will soon open 
eleven stores in Ohio, in addition to the « 
stores at Newark and Ironton. Ina 
number of these stores ladies’ shoe de- 
partments will be operated. This an- 
nouncement was made by O. A. Sarde- 
son, secretary, treasurer and general 
manager of the company, following a 
conference of company officials and 
store managers at Newark recently. 

The shoe departments will be oper- 
ated by a separate corporation with a 
separate manager. The company al- 
ready operates five shoe departments 
with marked success. 


Doubles Selling Space 


PORTLAND, ORE.—Alterations have 
been completed at Bloom’s [Fit-Rite 
shoe store, so that the store now has 
twice the selling, wall and window 
space as before. A room immediately 
adjoining the original store, facing on 
the corner street, gives the additional 
room. The store’s policy has been 
changed, according to proprietor Benny 
B. Bloom, and in the future activi- 
ties will be confined to women’s ex- 
treme novelty shoes, retailing a! $3.84 
and $4.85. 


Herman Schocke Dead 


BROOKLYN, N. Y.—Herman Schocke, 
one of the best known shoe salesmen in 
the country, who covered the Southern 
States for close to 40 years for various 
shoe manufacturers, died at his home, 
879 St. John’s Place, Brooklyn, on Mon- 
day, July 29. Mr. Schocke retire: from 
the road a few years ago. For many 
years he represented Wichert & (ard- 
ner, now known as Wichert, Inc. 
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An Adjustment After Six 
Months 


Nashville, Tenn._-A rather un- 
usual adjustment was made the 
other day at Bell’s Booteries 
which is typical of this store’s ad- 
justment policy. A customer came 
in the store for a pair of shoes. 
After trying on a number of pairs, 
the salesman said, “I just can’t fit 
you in the shoe you want. We are 
out of the size you should wear. 

The customer then said that she 
wished another salesman from 
whom she had bought a pair of 
shoes about six months ago had 
‘told her that. When asked by the 
salesman what she meant, she 
stated that she had bought a pair 
of shoes in there and was fitted a 
size too small and had been unable 
to wear them. . 

The salesman told her to bring 
them back, and he was sure that 
an adjustment would be made. 
When the customer returned the 
shoes, it was soon seen that the 
shoes were too small and another 

air was given to her. The store 
is gaining much favorable public- 
ity because the customer is telling 
all of her friends about the inci- 
dent and has retained the good- 
will of the customer. 











Vulean Production 
Manager Resigns 


PorRTSMOUTH, OHIO (UTPS)—The 
officials of the Vulcan Last Corpora- 
tion announced July 25 that C. A. Hollo- 
way, production manager, had resigned, 
effective Aug. 1. Mr. Holloway has 
held executive positions with the com- 
pany for the past three years and is 
a resident of Portsmouth. The Vul- 
can Last Corporation operates a num- 
ber of units in various States and has 
general headquarters in Portsmouth. 
Lasts, heels and golf clubs are pro- 
duced. It is announced that his suc- 
cessor will not be named for the time 


being. 


Last Firm Expands 


LynN, Mass. — Hitchings-Stephens 
Co. have moved to the Melanson fac- 
tory 206 Broad Street, where they are 
fitting up to make more lasts. They 
have some new lathes, which will turn 
out 80 pairs of lasts a day, against 
50 pairs a day on lathes formerly used. 
Furthermore, these new lathes measure 
either by the English or the metric sys- 
tem, and they check up measurements, 
too. 


New McKay Firm 


LYNN, Mass.—“Jack” Paisner and 
William W. Batchelder have formed 
Paisner & Batchelder and have started 
to make McKays for growing girls, 
misses and children at 113 Munroe 
Street, Lynn. Both were formerly 
with Lyons & Hershenson, of Chelsea. 

tr. Paisner is sales manager and Mr. 
Batchelder is factory manager. 
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Baltimore Clearances Bring 
Good Response 


BALTIMORE, Mp. — Good activity 
marked the semi-annual or July clear- 
ance sales of footwear in Baltimore. 
Immediately after the Fourth of July, 
the stores—department stores, exclusive 
shoe shops and other stores carrying 
footwear—began their semi-annual 
clearance of white shoes, sandals and 
other summer footwear as well as the 
footwear that was unsold during the 
Spring season. The shoes were offered 
at prices ranging from $3.95 to $12.95 
in the better and leading representa- 
tive stores. In spite of the fact that 
the sales were held primarily to dis- 
pose of odd lots of sizes, styles, etc., 
the public was offered an excellent as- 
sortment to choose from. This, in a 
measure, accounted for the good ac- 
tivity resulting in an interesting and 
substantial volume of business. 

The first few days of the clearance 
sales were hectic ones in some of the 
stores. After the first week activity 
cooled somewhat, but still the majority 
of the leading and_ representative 
stores were registering an excellent 
number of sales. To curb the cooling 
off, the stores repriced their footwear 
effecting additional reductions ranging 
from 50 cents to a couple of dollars. 
This had its desired effect. Any num- 
ber of sales at the repriced prices were 
made to customers who bought at the 
higher prices. 

hile many customers contented 
themselves with but the one pair of 
shoes or sandals others bought two 
and. three pairs. Suggestion on the 
part of the salespersons had much to 
do with the purchase of more than one 
pair of shoes. They pointed out to 
customers that they could buy two 
pairs for almost the price of one when 
sold at the regular price. The many 
weeks of wear that confronted them 
was stressed and that they could not 
go wrong by buying two or more pairs 
at the prevailing low prices. 


Round the World by Air 


HAVERHILL, Mass.—The distinction 
of being the first American to buy a 
ticket for the “round-the-world” trip 
of the Graf Zeppelin, scheduled for 
next month, is given to Joachim D. 
Rickard, this city and Boston, eldest 
son of Edward M. Rickard of the 
Rickard Shoe Co. Mr. Rickard is now 
in Central Europe and will proceed at 
once to Friedrichafen, Germany, to 
meet the Graf Zeppelin. Mr. Rickard 
is a member of the firm of Rickard & 
Thompson, Boston, engaged in the de- 
velopment of foreign markets. The 
aviation field is claiming much of Mr. 
Rickard’s attention, his firm represent- 
ing several of the larger American 
makers of airplanes and aeronautical 
supplies. 


Opens New York Office 


ROCHESTER, N. Y.—The Tiny Tot 
Shoe Corporation is opening new show- 
rooms at 35 West 33rd Street, New 
York City. This space is occupied in 
conjunction with Posner Hosiery, Inc., 
who are moving from 19th Street to 
their new quarters at 35 West 33rd 
Street. A complete line of “Tiny Tot” 
shoes will be on display. 
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WHERE TO BUY 
Men’s Shoes 








[Fgreanr PROFITABLE 
BUSINESS 


Cree 


IS WANTED, SELL- 








FINE RIDING BOOTS 


(Popular Prices) 
IN-STOCK 
and 


TO-ORDER 


Men’s & Women’s 
Boys’ & Girls’ 


also 
Jockey & Field Boots 
Write for Catalog 


J. M. CONNELL 
SHOE CO., INC. 


So. Braintree 
ass. 








“A MAN’S DECISION” 
THE 


WELp 


AY 
a V6? 


Men’s 
Fine 
Shoes 
SHOE Ola 
Colony 
Shoe Co. 
Brockton, 
Mass. 


Boston—183 Essex Street 
N. Y.—915-917 Marbridge Bldg. 
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WHERE TO BUY 


Shoe Ornaments 


SHOE 
ORNAMENTS 
for 


MANUFACTURER 
and 
RETAILER 


REYNOLDS </> COMPANY 


Providence, Rhode Island 

















WHERE TO BUY 
Ballet Slippers 








In Stock Black Ballet 
Slippers 
Ladies’ $1.25 pair 
Misses’ $1.20 pair 
Childs’ $1.15 pair 
= SHOE CoO., INC. 


Duane Street 
New York City 

















ONE-STRAP TURN DANCING FLAT 
Leones Leather heel. Child's, Miss., Wo’s, sizes 
$2.00 Blac! b 


Settee Ballets, three grades, $1.20, 
Same with chrome soles, $1.6 
Gard Toe Ballet, $2.25. Strap Ballets, “ 50 and $1.40 
Black Bentetes, $1.00, $1.10, } . $1.40 
Colors ‘$1.25, $1.40, $1.50 
Bed, Blue, Black Kid Turn D’Orsays, satin linings, 
wood heels, $2.10 


The Natalie Slipper Co., Haverhill, Mass. 











Umit 
Seeraat 


Rights and Lefts 
Two Grades 







Wos. Miss. Chi. 
$1.50 $1.45 $1.40 
1.86 1.80 1.25 
In Stock 
328 West Monroe 





Chicago, Ml. 








Black Kid 
BALLET SLIPPERS 
Made on oo and Left Lasts 


m. Miss.Childs. 
| aaa Grade) “has 1.40 


1.30 1.25 ie 
Coast Prices Slightly Higher 
BROOKS SHOE 
MFG. CO. 
Philadelphia— 
1725 No. 6th 8t. 
Los Angeles—1162 So. Hill St. 


=> 


Ballets 
Black a 
Expertly Designed 


seen & 
omen's Chiteren? . 
" $1.40 





IN 
STOCK 





Soft Toe 
Turn 


Se ee ee 


} ' Ne. 100—Regular ...... $1.50 
Steck Ne. 500—Buck Sole..... 200 1.90 
H. F. MALOTT SHOE CO. Manufacturers 
Girard St., Chicago 













The Famous Con- 
cave Arch Hard 
Toe Slipper, and 
all types of danc- 
ing footwear. At 
once delivery. Send 
for catalog. 


Coast Representative: 

5159 Vincent Ave, Eaple Rock 
incent Av 

Los Angel les, Cal ieenie ~ 













York Shoe Men Hold Tenth 
Annual Outing 


Baseball Game and Athletic 
Contests Featured 





YorRK, PA.—Twenty-seven members 
of the York Shoe Retailers’ Association, 
their families and friends spent July 
25 at Camp Ganoga, the official York 
County, Pa., Boy Scout camp, and there 
indulged in outdoor sports and other 
events on the tenth annual outing of 
the association. Games and contests 
were played, but the feature of the day 
was the baseball game between the 
“Rubber Soles” and the “Rubber 
Heels.” ~ 

The “Rubber Heels” won, but only 
after a 14-inning battle and to the 
tune of 5 to 4 score. Spectacular field- 


ing on both sides and tight pitching. 


carried the game to its length. Cap- 
tain Charles Martin led the “Rubber 
Heels” and Captain George Smith the 
“Rubber Soles.” Martin’s team made 
twelve fast double plays and one triple, 
unassisted by Clarence Hoff, while 
Smith’s outfit used three pitchers, Louis 
Leibowitz, Jack Freedman and Sol 
Wachtell in the game. Lee Reine- 
berg’s home run and Kilgore’s three- 
base hit featured the Heels’ playing 
and Kaplin’s four hits and Cletus 
Reineberg’s homer helped out the Soles. 

Following the baseball game, con- 
tests were held with the following re- 
sult: Fastest time around bases, Clar- 
ence Hoff, two minutes, with Samuel 
Bruggeman second; longest pitch, Ed 
Reineberg first, 200 feet, and Harry 
Bamer, second, 192 feet; long distance 
hitting, John Huber first, 222 feet, 
— Jacob Reineberg second, 197% 
eet. 

The prizes awarded in the contests 
were three boxes of cigars, two field- 
ers’ gloves and two baseballs. 

Aquatic sports had the following re- 
sults: First place, high dive, Bernard 
Gerrick; first, swan dive, Michael 
Britcher; Charlie Chaplin dive, Jack 
Freedman; canoe race, first, Jacob 
Reineberg; long distance swimming, 
Lee Reineberg; fancy dive, first place, 
Michael Britcher; longest under wa- 
ter, George Smith. 

In the evening pinochle and “500” 
were played and two guests of the re- 
tailers won the prizes: “Cal” Mench, 
secretary of the Middle Atlantic Shoe 


‘Retailers’ Association, and Ralph Platt. 


Dinner was served in the main mess 
hall of the Boy Scouts’ camp. D. Brown 
led the singing or? the dinner. 
Following the meal, yrotechnical 
display was presented o Sona Smith 
and the Boy Scouts offered a pageant 
as their share of the entertainment. 

The trip was made to Camp Ganoga 
by automobile, the party leaving York 
at noon. 


Opens Stores in Oregon 


SAN FRANCISCO, CAL.—The Gallen- 
kamp Stores, Inc., which has developed 
a large chain of shoe stores in Califor- 
nia and which has been so successful 
with a unified plan of operation, has 
opened two stores at Portland, Ore., 
with John C. Ward in charge. Other 
stores will be opened in the Pacific 
Northwest as soon as suitable locations 
can be secured. 
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No More Free Pianos 


There is a story—said to be 
true—about a buyer in New York 
who one day complained to a 
manufacturer that his little gir] 
was ready to take piano lessons, | 
but unfortunately, he couldn’t af. 
ford a piano. “And what do \ ou 
think,” he told a friend, “two 
mornings later I woke up to tind 
piano movers getting ready to 
swing a small upright into my 
apartment.” 

“Of course,” said his friend, 
“you wouldn’t stand for that.’’ 

“Certainly not,” the buyer is 
alleged to have replied. “I made 
them bring it up the stairs.” 


For giving $200 check to Mor- 
ris Kalman, shoe buyer for \a- 
tional Bellas-Hess Co., N. Y., the 
president and treasurer of the 
Jefferson Shoe Manufactw) ing 
Company of Brooklyn, were -en- 
tenced in violation of the Anti- 
Tipping laws of the State of New 
York. 







































re 


New Kirby Chain to Operate 
in California 


Los ANGELES, CAL. (UTPS)—Estab- 
lishment of a chain of shoe stores in 
southern California by the Kirby Shoe 
Company was announced this week by 
Charles Kabaker, manager of the com: 
pany’s store at 410 Pine Avenue, in 
Long Beach. 

Mrs. B. B. Cohen is holder of the con- 
trolling interest in the organization, 
which operates several stores in Florida. 
Formerly the company had a chain or. 
ganization functioning in Pennsylvana, 
Ohio, Virginia and Florida, with heai- 
quarters in Pittsburgh. These Eastem 
holdings, with the exception of Florida, 
were recently disposed of for a consid- 
eration said to exceed $1,000,000. 

The company at present is negotiat- 
ing for the acquisition of two small 
shoe store chains in southern Califor- 
nia, and it is planned to open new stores 
in a number of important cities 
throughout the Southland. 






































Fried Shoe Shops Incorporate 


ALBANY, N. Y. (UTPS)—Fried Sho 
Shops, Inc., New York City, has been 
chartered at Albany with stated capital 
of 100 shares, non par value stock, t 
deal in footwear of all kinds. Louis 










Fried, 825 Walton Avenue; Max Siegel, 
900 Grand Concourse, Bronx; Abra 
ham Weintraub, 1755 Grand Cuncourse, 
Bronx, are directors and subscribers. 







Leopold Friedman, 225 Broadway, New 
York City, is attorney for the corpora 
tion. 














Chandler Buys Toplitz Store 


BEAUMONT, Tex. (UTPS)— 1. Top 
litz, owner of the National Shve Store 
of Beaumont, has sold his lea:« to the 
Chandler Shoe Company. . 

Mr. Toplitz has been in bu-iness 1 
Beaumont for the past 14 or 1° years. 

The Chandler company » '!_ take 













charge of the store about Aug. 15. 
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Everything Coming In 


The Shoe and Leather Manu- 
facturers Division of the Bureau 
of Commerce, Washington, D. C., 
reports: 

During the first six months of 
1929, the United States imported 
4,201,441 pairs of leather foot- 
wear, valued at $10,024,344, as 
compared with 1,437,183 and 2,- 
195,125 pairs, during the corre- 
sponding respective periods of 
1927 and 1928. 

«of the footwear imports, 3,148,- 
45% pairs, valued at $8,977,061, 
were boots and shoes (free); 521,- 
30° ‘pairs, valued at $896,200, 
leather slippers (free): 531,679 
pairs, valued at $151,083, dutiable 
fo: (wear. 











— 


Craddock-Terry Branch 
to Be Ready in August 


SaN FRANCISCO, CAL.—Work is be- 
ing rushed on the new distributing 
branch of the Craddock-Terry Co., at 
617-61!) Mission Street, San Francisco, 
but this will not be in full operation 
quite 2s early as was expected and 
stock will not be on hand for delivery 
until August. This concern has ar- 
ranged to launch a national advertis- 
ing campaign in September, including 
regular programs over the air, featur- 
ing “Natural Bridge” arch shoes for 
men and women, and has been success- 
ful in interesting many retailers in 
California in the line. 


Undergoes Operation 


LOUISVILLE, Ky.—Ben (Middendorf, 
formerly part owner and manager for 
many years of the Florsheim-Louis- 
ville Co., who retired from business a 
few weeks ago, underwent an opera- 
tion at St. Joseph’s Infirmary, on July 
16, and was reported to be doing nicely 
the following day. 

Mr. Middendorf is a former presi- 
dent of the Louisville Retail Shoe As- 
sociation, having served back about 
1914 or 1915, and has long been quite 
active in local shoe and baseball cir- 
cles, first as a ball player, and later 
as a club manager. He has always 
been very popular. 


Completes Orthopedic Course 


Counc, Buurrs, Iowa (UTPS)— 
Charles Tedesco of the Tom Tedesco 
shoe store has just returned from Chi- 
cago, after having completed a course 
at the Scholl Orthopedic Training 
School, where he was graduated with 
honors. 

He will act as a specialist in foot 
comfort and retail merchandising, tak- 
ing full charge of the orthopedic de- 
partment recently added to the store. 


Back from Auto Trip 


PITTSBURGH Pa.—George L. Lude- 
buehl, well known secretary of the 
Pittsburgh Shoe Retailers’ Association, 
returned from a motor trip to Eastern 
Canada and Northern New York. He 
visited in Montreal and Quebec and 
returned via Lake Chautauqua, N. Y. 
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Good Advance Business 
Placed in Baltimore 


Suedes and Patents 
Ordered 


BALTIMORE, Mp.—Additional orders 
for new fall and winter footwear 
during the past few weeks has brought 
the volume of fall and winter foot- 
wear business for Baltimore, Md., man- 
ufacturers, to very interesting propor- 
tions. Basing their predictions on the 
good activity they have experienced to 
date, local manufacturers look for the 
season to be a profitable one. Some of 
the orders have been for substantial 
amounts. These have come from large 
retailers. Other orders have been of a 
conservative nature but include virt- 
ually every State in the union. The 
biggest volume of business, however, 
has been received from retailers nearer 
home. . 

The orders embrace a wide assort- 
ment of leathers, an equally varied as- 
sortment of shades and combinations 
and a much larger variety of styles. 
Reptilian leathers have been ordered in 
goodly numbers. These include plain 
reptilian leathers in a good range of 
colors and also reptilian leathers vari- 
ously trimmed or simulated. Suedes, 
both black and brown have been or- 
dered in good numbers. Black patent 
leathers, the old stand-by of most sea- 
sons, promise to be as popular as ever. 
Manufacturers leok for these to be 
good numbers in the new season’s ac- 


Reptiles, 


‘tivity, which is expected soon, to get 


under way. Other leathers in many 
styles are also being ordered in good 
numbers and give promise of selling 
well. 

The Baltimore shoe manufacturers 
are optimistic about the new season. 
They have good reason to be. The first 
six months of the year, but particularly 
the first few months,- have been very 
good. In some instances the manu- 
facturers more than doubled their busi- 
ness when compared with the same pe- 
riod of last year. Early Fall orders 
have been very god. Consequently, 
they have every reason to be optimistic. 


Foster Named Manager 


ATLANTA, GA.—Roy Foster, formerly 
with the shoe department of Effron’s 
Devartment Store, at Chattanooga, 
Tenn., recently became manager of the 
Edwards shoe department in the Hud- 
son Ready-to-Wear store here, suc- 
ceeding Joe Isenberg, who resigned to 
go with Edison Brothers. Mr. Isen- 
berg is the first vice-president of the 
Atlanta Retail Shoe Dealers’ Associa- 
tion and was largely instrumental in 
bringing about its organization at a 
special meeting held in May. 


Thomas J. Kiley Dies 


LINCOLN, NEB. (UTPS)—Thomas J. 
Kiley, owner and manager of the Arch 
Aid Shoe Store, died here after a two 
days’ illness. Mr. Kiley, with his wife, 
made his home at the Lindell Hotel. 
Previous to his opening of the Arch 
Aid Shoe Store here in 1927, Mr. 
Kiley operated a shoe store in Kansas 
City. The body was taken to St. 
Josenh, Mo., for burial. 
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WHERE TO BUY 


Women’s Novelties 
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he 
BONDWAY 


produces footwear of remark- 
able lightness, smartness and 
flexibility. 


BOND SHOE COMPANY, 132 Duane St., New York 








WHERE TO BUY 
Wooden Beach Shoes 





Wood Sole Bathing Sandals 


Ladies’ and Men's 

sizes. White Canvas 

tops; colors if de- 
sired ; durable 
fastening; profit- 
able line for 
dealers. 








A. H. RIEMER SHOE CO., Mfrs. 
29th & Vilet Sts., Milwaukee, Wis., U. S. A. 








WHERE TO BUY 


Dancing Taps 


a8 


CLOG DANCING TAPS 


Made of special alu- 
minum metal so as to 
give the desired ring. 
Easily attached. 

Price 20¢ Per Pair 


Brooks Shoe Mfg. Co. 
1725 No. 6th St., 
Philadelphia 














WHERE TO BUY 
Spats 


A ER FT 





DUNHILL SPATS 
TOPS THEM ALL 
IN STOCK NOW 


In All Selling Colors 
$10.50 to $18.00 per dozen 
Samples on Request 


STAR FOOTWEAR MFG. 


Howard and Norris Sts. 
Philadelphia 








Do You Know? 


That you can buy or sell it through 
the “Where to Buy” column. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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WHERE TO BUY 


Women’s Shoes 


i i el 








- etail $5.00 to $7.50 
45 STYLES IN STOCK 


AA to EEE 
Catalog on Request 


GALE SHOE MFG. CO. 
Mfrs., Manchester, N. H. 
FRANK & SCHAEFFER 

14 No. 4th Street 
Philadelphia, Pa. 








OE co., INC 
E JOHN EBBERTS 8 ™ 5 
IN Buffalo, N. Y. STOCK 
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WHERE TO BUY 
Shoe Forms 


LE 





TRANSPARENT OR WHITE FAIRY 
SHOE FORMS 
Light, Inexpensive and 
Practically Invisible 
Linings and case num- 
bers easily seen when 
FAIRY-LASTS) transparent form is in 
shoes. Write 


THE SHOE FORM CO., Auburn, N. Y. 
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WHERE TO BUY 


Store Fixtures 
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THOUSANDS 


* Leading Shoe Dealers Fit their custom- § 
bers’ feet Quickly, Accurately and Simply § 
swith the 


BRANNOCK DEVICE 


’ Free Trial—Write Today 
) 321 S. Salina Street SYRACUSE, N. Y.& 
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NEW GOODWIN CATALOG 


of SHOT PORE FINTURES 
ind STORE INSTALLATIONS 


| 
| 
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1 GOODWIN & CO., Ine 
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Let’s Find Out How Billy Rogers 


Became a Shoe Merchant 


[CONTINUED FROM PAGE 85] 


“Morland said he’d take my note for 
the extra five thousand. He said he’d 
cover it by a mortgage.” 

Jethro Blunt scowled. “Bad business 
that, for he could foreclose if you 
didn’t meet it when due, and then you’d 
lose everything. And what would you 
do for working capital?” 

“Er... Morland said the bank... 
WE. 5 4 

“No, not when your assets are all 
tied up in a chattel mortgage.” 

Jethro Blunt smiled shyly and then 
— at Billy with kind, grave eyes, 
said: 


wy OUNG man, managing a store is 
; entirely different from selling in 
it. I advise you to see your old boss, 
Mr. Parker, and get his advice.” 

“But he’d be a  competitor—he 
wouldn’t want to...” Billy trailed 
out, unable to express his thoughts. 

“Don’t worry over that; see him. He 
liked you, I know. Says you are a 
capable young fellow and not afraid 
to work. I don’t think he’ll worry about 
the competition. His store is the lead- 
ing one in town; does a high-class 
trade, and is right up to the minute 
in every way. The Morland store caters 
to a medium-class trade, so there’s not 
much competition to worry about, is 
there?” 

Billy agreed with the bank presi- 
dent. He made an appointment to see 
his old boss the next day, but in the 
meantime he determined to see Morland 
again and get more facts. He did not 
want to experience the embarrassment 
of again having to say “I don’t know” 
to every question. 


HEN next day he entered Parker’s 

fine establishment he viewed it from 
an angle he never had used before. He 
saw the well-arranged stock, the smart, 
up-to-date fixtures, the attractive dis- 
plays. Funny he’d never thought much 
about the store when he worked there. 
Of course he and the other salesmen 
knew that Parker’s was a good store, 
but they were more concerned with the 
differences of opinion between them- 
selves and Parker as to the size of their 
pay envelopes. 

And when Parker shook hands with 
him he saw that his old boss wasn’t 
just as he had always pictured him. 
He noticed the gray in his hair, the 
shrewd eyes, and his general upstand- 
ing manner. No, he guessed old Parker 
wasn’t such a grouch after all. Then 
he saw two clerks talking together and 
snickering. One of them had a pair 
of shoes in his hand that he was taking 
to a waiting customer. Billy felt irri- 
tated with his old fellow salesmen, and 
determined that that shouldn’t happen 
in his store. He suddenly recalled oc- 
casions when he, himself, had done the 
same thing. Funny how different things 
look when you are a boss—or going 
to be one. Perhaps there was more 
to be said on Parker’s side than he had 
realized. Perhaps— 


“Come along, Billy.” Parker’s re- 
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mark jerked him out of his reverie, 
and with an apologetic “Sorry, Mr. 
Parker,” he followed his old chief into 
the private office on the mezzanine floor, 

“Now let us see how Morland’s busi- 
ness looks,” Parker said after they were 
seated. Billy gave him the same fig. 
ures that he had given the bank presi- 
dent the preceding day. These Parker 
studied carefully. After an hour he 
looked up and asked: 

“Have you worked out any percent- 
ages on this business?” 

“Percentages? Why—er—no, Mr. 
Parker.” 

“Never mind. What rent does Mor. 
land want?” 

“He’ll let me have it for a year at 
$150 a month; that’s $1,800 a year.” 

“His sales are $30,000 in round fig- 
ures. That’s 6 per cent. Too much for 
that volume.” 

“But I’ll increase the business, I’m 
sure,” Billy said earnestly. 

“Maybe, but you can’t afford to pay 
rent for future business. What rent 
did Morland charge against the busi- 
ness?” 


“HE owned the place, so, of course, 
; there was no excuse in charging 
himself rent, Morland told me,” ex. ' 
plained the young man. 

“But now rent is charged, it must 
come out of profit. Deduct $1,800 from 
the $3,500 he claims to have made, and 
your profits are reduced to $1,700.” 

, "e see.” Billy looked very thought- 
ul. 

“Did he pay himself a salary, or was 
his drawings taken out of his so-called 
net profit?” 

“No, he simply drew what he want- 
ed and then charged it against his 
profit.” 

“Very well. Now, what should a 
manager of such a store have?” 

Billy felt his embarrassment of the 
previous day returning. An uncomfort- 
able feeling that he was not as smart 
as he thought he was came over him. 
However, he shared the question by 
asking, “What would you say, Mr. 
Parker?” 

“A fair guess would be $2,000—plus 
a bonus.” 

“Then—if I take a salary out of the 
business, I’d wipe out all the profit. 
I’d be $300 in the hole!” Billy was 
feeling decidedly worried. 


= ES, but you could cut down your 

own salary—and maybe the 
salesmen are paid too much. Did Mor- 
land tell you how much he pai that 
lazy, fat, good-for-nothing brother-in- 
law of his?” 

Billy gulped and stammered: “Oh, 
he said he’d expect me to give his 
brother-in-law a job at two thousand a 
year.” 

“What’s he get now?” 

“I—I didn’t ask.” 

“Oh, well, Billy, we all forget some 
things.” Parker smiled good-natiredly, 
then he went on: “I suppose he ciiarges 
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6 per cent interest on his capital to 


the business.” 
All Billy could do was to shake his 


head. 

Parker stood up and, opening the big 
humidor that stood on his desk, handed 
Billy a cigar and took one for him- 


lf. 
euLight up, Billy, and I’ll tell you 
something.” 

The young man would have pre- 
ferred a cigarette, but he lit the cigar. 
Wouldn’t do to refuse, of course! After 
poth cigars were going, Parker cleared 
his throat and began. 

“Right off the bat, I advise against 
puying that store of Morland’s. There 
are plenty of reasons against it, al- 
though, in fairness to Morland, his 
store is no worse than thousands of 
others. He makes a bare living for 
himself, but he’d be money in his pocket 
to rent his store for a ‘fair figure and 
invest his money in sound stock, earn- 
ing 6 per cent. 


“xX TOW, for definite reasons against 

N buying his business. I tell them 
to you, Billy, because it should help you 
to go about getting started on a sound 
basis. There is a lot of difference be- 
tween being a shoe store salesman and 
managing a store.” 

“Don't I know it already,” agreed 
Billy heartily. 

“Morland is well known in the trade 
as a good-natured, easy-going, slipshod 
man. Honest, yes, but not with him- 
self, for he positively refuses to face 
facts. 

“He carries his inventory at too high 
a figure. Instead of taking mark- 
downs when he should, he carries shoes 
at their cost and merely takes losses 
when he sells for the best figure he 
can get. His stock, therefore, is not 
worth anything like what he asks for 
it.” 

“But why 

” i 

“If his stock was good he’d do a 
larger business. Think of it, Billy, he 
only turns his stock once a year.” 

“No,” Billy objected. “He turns it 
twice, and that I read in a trade paper 
that wasn’t so dusty. His stock is 
worth seventeen thousand and he does 
about thirty thousand a year—that’s 
nearly twice, isn’t it?” 


isn’t it possible it is 


ARKER shook his head. “No, for 

that seventeen thousand is at cost, 
while the thirty thousand is selling 
price. From the very incomplete figures 
you have (Billy winced at this) I shall 
say that Morland got about 33% per 
cent gross profit. Take a third off thirty 
thousand and you have sales at cost of 
twenty thousand, so his business is just 
slightly in excess of once a year.” 

“I see,” Billy said, but his manner 
showed clearly that he didn’t. 

Parker shook his head slightly and 

went on. 
_ “To ask you $3,000 for these fixtures 
isa crime. They are so old-fashioned 
and ill cared for as to be a liability 
rather than an asset.” 

Billy gulped, but said nothing. 

“Then to ask you fifteen hundred for 
good will in a store that hasn’t any, 
Is a joke.” 

“But isn’t a store that has been 
known so long worth anything?” 

The figures prove it isn’t. Good will 





is only present in a profitable business. 
Of course, the business could possi- 
bly be built up—but Morland would 
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have no right to claim anything for 
the result of his successor’s ability. 
See?” 

Billy did see that and nodded vigor- 
ously. ° 
“One other thing—you cannot afford 
to rent a store on a yearly basis. Of 
course, Morland is a decent chap, but 
you have no assurance that he wouldn’t 
keep jacking up the rent every year, 
and you’d be merely working for the 
landlord, which so many shoe mer- 
chants are doing today.” 

A rueful smile came slowly over 
Billy’s countenance. 

“Outside of everything being wrong, 
the store’s O. K.—that it?” 

“Yes, at the price he asks.” 

“And he says he won’t reduce® the 
price.” 

“Foolish of him, Billy, for at the 
rate he’s going he’ll soon have noth- 
ing to sell. He’s getting more and 
more money tied up in dead stock, and 
less and less money in cold cash, to 
put it into modern style.” 

“You’ve certainly told me a lot I 
never realized before, Mr. Parker, and 
I’m awfully grateful. I can’t see why 
you help me when I plan to be a com- 
petitor,” Billy stammered painfully as 
he spoke. 


ARKER placed his hand on the 

young man’s knee. “You are all 
right, Billy; you worked well for me 
and I’ll be glad to help you succeed. 
Hasn’t competition helped us all? You’ll 
find that your competitors can be your 
best friends, for modern retailing 
teaches us that men in the same line 
cannot merely compete, but can coop- 
erate with each other for the general 
betterment of the shoe industry as a 
whole.” 

A brief silence followed. Then Billy 
asked: 

“Would you mind telling me how to 
get a store, then?” 

“Do you want an existing one, or 
do you want to start a new one?” 

“T—er—don’t know. Which one is 
best” 

“Do you want to stay in Fretton?” 

“Yes, Ido. June—er—” 

“A nice girl, June,” Parker grinned 
at the young man. “Well, have you 
made a list of all the stores in town 
and tried to find out if any one of them 
is for sale?” 

“No, I don’t know how to do it,” 
Billy frankly admitted. 

“And,” Parker continued, “have you 
found out if there are any good loca- 
tions you can rent?” 


AGAIN Billy shook his head. “I’ve 
looked up Fruit Street, Mill Street 

and Washington Street, but there’s 

nothing vacant that seems any good.” 

“But how about stores that may soon 
be vacant?” 

“Gosh, Mr. Parker, I don’t know 
nothing,” Billy spoke emphatically. 

“That’s the first sign of knowledge, 
anyhow. Now run along, Billy, and if 
you care to have dinner with me to- 
morrow night, I’ll be glad to help you 
in getting a store—or a location. At 
any rate, I’ll gladly show you how to 
go about it.” 

“Thank you.” 

Billy walked in a daze out of the 
store. He was bewildered with his first 
insight into the economies of shoe re- 
tailing, and rather sick from smoking 
one of Parker’s strong cigars. 

[SECOND EPIsoDE—AUG. 10 IssuE] 
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Children’s Shoes 
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Approved by Medical Mem 


4s « fully ventilated shos A 


Barkley Shee Ceo. 
1156 Ne. Malin 6t { 
Breekten, Mass. 














A GOOD BUY AT 70c. 


Full Chrome Pat One 
McKay, one lift 
innersole. Sizes 
72 or 36 pair cases. 
Price $0.70, 5% 10 
days. 


T. - CORCORAN 


Strap 
heel, cushion 
-8, 














IDEAL BABY SHOE CO. 


~, 
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MRS. A. L. DAY 
387 Fourth Avenue 
New York 
323 W. Jackson Blvd. 
Chicago 
1307 Washington Ave. 

uis 
49 Fourth St. 
San Francisco, Cal. 
Factory, Danvers, Mass. 
Send for Catalog 














I. H. Kanner Joins Edison 


ATLANTA, GA.—I. Herman Kanner 
has joined the organization of Edison 
Brothers Stores, Inc., in the capacity 
of director of construction work for 
the company’s stores. Mr. Kanner is 
a graduate Civil Engineer of Georgia 
Tech University, Post-Graduate in 
Architecture and was for several years 
affiliated with Stone & Webster of Bos- 
ton, Mass., in charge of their drafting 
department, from whence he pfactised 
architecture in Florida for several 
years, later affiliating himself with 
Mark & Sheftel, architects in Jackson- 
ville, Fla., as designing architect for 
this firm. 

Mr. Kanner, after several years ser- 
vice in the above concern, comes to 
Edison Brothers Stores, Inc., to super- 
vise construction of the twelve stores 
which the company recently announced 
would be opened within the next three 
months. 
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SALESMEN WANTED 





* SALESMEN WANTED POSITION WANTED 








SALESMAN to carry four samples. Ballet 
and turn boudoirs (leather soles). Repeat 
mail orders make it exceptionally profitable 
line. Address B-253, care Boot and Shoe Re- 
corder, 239 W. 39th St., New York, a 





SALESMAN wanted for a side line of Chil- 
dren’s Hand-Sewed Moccasins and Slippers 
for the Department Stores and_ better class 
shoe stores. 7% commission. Give line now 
carrying and references. Replies confidential. 
Address B-254, care Boot an a Recorder, 
239 West 39th St., New York, = 





SALESMEN WANTED, must have following, 
for New York City ‘and states New Jer- 
sey, Pennsylvania, Maryland. Fast growing 
Ladies Novelty House for immediate delivery. 

commission basis only. Address B-255, 
care Boot and Shoe Recorder, 239 W. 39th St 
New York, N. Y. 





out of town salesman to carry as sideline 
our stock line of Misses’ and Children’s 
Stitchdowns. Popular prices. Chicago Line. 
Address, Modelette Shoe Co., 427 So. Sangamon 
St., Chicago, IIl. 





W ANTED—Salesmen for Jobbers line of 
women’s novelty McKays. Five and Six- 
Dollar Retailers. Strictly commission basis for 
following territory: Pensylvania, West  Vir- 
ginia, ashington, D. C., Ohio, Baltimore, 
Md., and Detroit, Mich. Address B-257, care 
Boot and Shoe Recorder, 239 W. 39th St., 
New York, N. Y. 


SALES MEN— Manufacturer desires men to 

carry as side-line complete line Men’s Spats. 
All territories open. Victory Gaiter Co., 
Broadway, New York, N. Y. 


EXPERIENCED SHOE SALESMEN with 
established trade to sell a complete line of 
women’s Goodyear Welt Arch Support Shoes 
and Stitchdowns. In stock department. For 
New York, Ohio, Illinois, Conn., Fansas, Mich- 
igan, and Iowa. Give full particulars in first 








a Weekly settlements against orders ac- . 


ted. Six per cent commission. PROSPER- 


11 Y SHOE CO., INC., 174 Lincoln a. ( 


Boston, Mass. * 


SIDE LINE SALESMEN with established 
trade for short line of men’s patented health 
shoes. Great selling features. In stock. One 
grip. Commission basis. State line now car- 
ried and territory covered. Address B-260, 
care Boot and Shoe Recorder, 239 W. 39th 
St., New York, Y. 


TRAY. ELING Shoe salesmen to carry strong 
selling line of shoe ornaments as side line, 
with large following in women’s novelty 
Liberal commission, excellent Es for 
right party. Territories open: (England, 
South, Middle West. Send references and 
exact territory covered in first letter. Address 
B-239, care Boot and Shoe Recorder, 239 W. 
39th St., New York, N. Y. 


SALESMEN wanted to carry our line of chil- 
dren’s and women’s Welts, McKays and 
Stitchdowns. All styles in stock. Territories 
open: Maine and New Hampshire, Kentucky, 
Louisiana, Kansas, Oklahoma and Arkansas. 
Strictly commission basis. No objection to — 
men carrying line in connection with a 

conflicting line. Address HAGER STOWN 
_ & LEGGING COMPANY, Hagerstown, 














SALESMEN wanted to sell high grade _mocca- 
sins on a commission basis, Chicago, Detroit, 
Toledo and other large Middle West cities open. 
Write for particulars, BOWS MOCCASIN 
SHOE CO., Avon, Mass. 


— 








dress 
corder, 
N. Y 
A LIVE WIRE SHOE BUYER-MAN ‘GER. — 
a—— 
a ae 











16 years’ experience, 10 years with | epart. 
Want Live Wire Salesman for Kan- ment Stores, and 5 years in business fi co 
sas, Missouri, Kentucky, Texas, Tenn. elf. Willing to go anywhere. idrese 
and Iowa, to sell fast line in stock, B-252, care Boot and Shee Recorder, : 239 W 
ladies’ popular priced novelty shoes. 39th St., New York, : 
Strictly commission basis. Good op- 
portunity for big earnings. Give — FOR RI 
references in first letter. Man-Gold S HOE MAN—For a number of years man. Special 
Shoe Co., 1418 Washington Ave., aging chain stores throughout Ohio, fully $7.50. Fo 
St. Louis, Mo. competent, reliable and familiar with dern 393 7th A 
methods of merchandising, wishes to make a 
change. Address B-256, care Boot ani Shoe 








Recorder, 239 W. 39th St., New York, N. Y, = D! 














WANT salesmen with established trade. Side Specialt 
line infants’ popular priced turns and welts. now in pr 
in =. Address ro — “Boat and Shoe Ke Ex p — able ws? liv 
ences. ress care an e 1062, Har 
corder, 239 W. 39th St., New York, N. epee emg 
and Style Man HOE D 
ALESMEN calling on large quantity users ° S tore ¢: 
S a 7 Role Pat greatest. sli — value, Available Ladies’ or 
our Leather Sole Patent Fabric D’orsay, re- : . front and 
tail $1.29, genuine Kid and Patent Leather : _— me broad Yo gpa a ” — 4 to E 
D’orsays retail $1.98. All our slippers carry actory director, stylist and sales- burg, Pa. 
—, cole, covered heels. eR INGESS man to the important trade. \ 
tate fully territory covere = “ ood c ay te 
152 W. 28th St, New York City. aie a ee at - — 
W ANTED—Salesmen for strong line women’s a a sty : a line and 
novelties retailing at popular prices. Must place it wit volume buyers 
be reliable, thoroughly experienced, willing to throughout the country. Best of 
s ane by our . ia, -.- references furnished. For further 
rictly commission. rawin a 
are ready. Address B-247, care Boot and information address B-258, care 
Shoe Recorder, 239 West 39th St., New York, Boot and SHOE REcorRDER, 239 VW st 
. 39th Street, New York, N. Y. 








SALESMEN wanted for New England, New 
York and the Middle West, to handle a well 
established line of Ballets and Boudoirs. Com- 








mission Basis. Address B-242, care Boot and FACTORY MANAGER 

oe Recorder, 239 West 39th St., New York, Successful, high grade, shoe factory mau- 
a : ager, who has made, styled, bought and \0ld 

} ron ma oy ag shoes of all cl 
catiol $s open iP t ie 
ANTED FOR KANSAS AND OKLA. to liquidation ‘of present firm.” College. gid 
HOMA. A salesman who is thoroughly uate with real fe ge Seeee shout the 
familiar with all of the accounts in this terri- a a a ae St _ Ne and von 
tory can connect himself with a nationally ad a a = 





known manufacturer of popular priced women’s 
shoes. Fair size business on the territory which 
can be developed to tremendous volume. In 
reply give age, experience and references. Ad- 
dress B-241, care Boot and Shoe Recorder, 239 


West 39th St., New York, N. Y. LINE WANTED 


E have territory open for a few more up- et 
W to-date side line salesmen to carry our high EXPERIENCED shoe salesman covering New 




















England States by car. Good side line han- 
| nal — = ion” yp MacMASTER, dling women’s novelties. . Straight commission 
Pees % basis. Address B-251, care Boot and Shoe 

° “ Recorder, 239 W. 39th St., New York, N. Y. 








SALESMEN WANTED — Men now selling 
shoes can increase their income by adding LINE WANTED—Fast Pattern Novelties to 
the well known Rest-Rite line of comfort slip- retail $4.00 to $6.00 doing busin« with 
pers to their samples. Write for particulars best accounts on Pacific Coast for 10 years. | 
iving full details of territory covered. THE Address B-240, care Boot and Shoe Recorder, } 
EST-RITE SLIPPER COMPANY, Wicker 239 West 39th St., New York, N. Y. 

| 

| 





Park Station, Chicago, III. 





























=== 
_ Cc 
FOR SALE WANTED TO PURCHASE _ 
| v 
HOES STORE FIXTURES, including Win- — POSIT! 
dow Fixtures, Shelving, Seats, itting ‘ | dc ¢ 
Stools, Electric, papers, Showcase, Etc. on wn Chain Shoe Store Operato: LINES. 

sacrifice to quick buyer wishes to purchase individual or ©) in 

SHOP, Englewood, N. J. shoe stores operating in Pennsyly® ia, én _ 
GHOE STORE, established 7 years, selling a. Ve ier eee Geet c08 on 
fine grade men’s and children’s shoes. Also ian Meas 239 West 39th Street ALL DI 
repair department doing $200 weekly. Bargain, oe Kecorder, - ‘ , — 
$3,500, including stock, machinery, fixtures, etc. New York, N. Y. ceed 
The Bootery, 22 Lawton St., New Rochelle, — sag 
j Yy. —— —E_— 
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FOR LEASE 


ABLE SPACE FOR LEASE. Space 
“7 dies’ medium and high-grade toot- 
+, women’s Specialty Shop featuri 

and better grade ready-to-wear an 

_ all on ground floor. City of 30,000 

tional drawing population of 30,000 
southeastern hio. Location best 

the City. Address B-249, care Boot and 
be oe Recorder, 239 W. 39th St, New York, 


N. Y. 


& 








Shoe Department Lease 


Excellent opportunity to lease shoe de- 
partment in growing department store in 
Obio city. For further particulars, ad- 
dress 1-248, care Boot and Shoe Re- 
corder, 239 West 39th Street, New York, 


N. Y. 














FOR RENT 





——— 


OR RENT—Shoe_ Department in Ladies’ 
F Specialty Shop. Shoes to sell for $5.00 to 
$7.50. For information inquire FEITELBERG, 
393 7th Ave., New York, N. Y. 





SHOE DEPARTMENT — Leading Hartford 
Specialty Store, absolute 100% location, 
now in process of expansion, has space avail- 
able for live shoe department. Address P. O. B. 
1062, Hartford, Conn. 





§ HOE DEPARTMENT: To rent. In live 
store established 8 years, 100% location. 
Ladies’ or Children’s Shoes only. Modern 
front and fixtures. For further information 
write to E. YUDIN, 205 Market St., Harris- 
burg, Pa. 





MERCHANTS’ NEEDS 








—WiINBOW | 
IDISPLAY FIXTURES | 


| ¢nade by | 
SEGALLE SONS 


933 ARCH ST. 
PHILADELPHIA, PA. 
ARE BUSINESS GETTERS 
SEND FOR CATALOG ¢ 


MERCHANTS’ NEEDS 











$39.50 


For Complete 
Set 


Consisting of 1 table 
18”, 2 tables 12” 
high and 12 shoe 
stands 12-18 and 24, 
assorted. 
Solid 
Walnut. 
Weighted Bases — 
M Connections. 


Write fer Samples of Window Fabries 
end Window Valances 


THE HECHT FIXTURE CO. 
283 South Wells St. CHICAGO 


American 














POMPOMS 
AND ORNAMENTS 


FOR SOFT SOLE SLIPPERS 
The right merchandise at the right price. 
Samples sent on request. 
HY-GRADE SLIPPER SUPPLY CO. 
693 Broadway New York City 





WANTED TO PURCHASE 








If you contemplate selling your 
entire or surplus stock com- 
municate with us. Prompt at- 
tention given. 

KIRSCH-BLACHER CO., INC. 


624 Broadway New York 
Phene Spring 144° 








Quick Cash Buyers 


Retail Shoe Stores—Stocks or Odds and 
Ends. Unexpired leases taken over. 
Phone or write. 


POSTER @ DEUTSCH 
436 Grand St. New York Oity 
Dry Deck 0352 








You neceive HIGHEST PRICE 
for your entire stock, odds and ends, or 
surplus lines, ask us for our bid. 

(Estab. 40 years.) Cash transactions. 
Export Surplus Purchase Co., Inc. 
596 Broadway, New York, N. Y. 

TELEPHONES-CANAL 6874 er 0655 














BUSINESS OPPORTUNITY 








YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system of 
foot correction; readily learned by any- 
one at home in a few weeks. Easy terms 
for training; openings everywhere with 
all the trade you can attend to. No capi- 
tal required or goods to buy; no agency or 
soliciting. Address Stephenson Labora- 
tory, 21 Back Bay, Boston, Mass. 








Window Decoration 
and maker of 
Artistic Price Tickets 
Latest in Imported and Domestic Roll 
Paper, etc., in Season. 

Samples mailed free on request. 
EMIL RUBLACK 
140-142 West Broadway 
Established 1903 New York 





HOTELS 

















SOUVENIRS 
and 
ADVERTISING NOVELTIES 
for store openings, anniversaries and special mer- 
chandising events for men, women and children. 
SAMPLES UPON REQUEST 
VICTOR E. LEDERER 


123 West 33rd Street New York 


MONTCLAIR 


Room and 49th to 50th Sts. 











Classified and Opportunities Department 
RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 239 West 39th 
k 


St., New York, 


that advertisements be published same week. 
will be put over to the following week’s issue. 


POSITIONS WANTED 

4c per word. Minimum Charge 75c. 
LINES WANTED 

4c per word. Minimum Charge 75c. 
ALL OTHERS 

7c per word. Minimum Charge $1.25 
ALL DISPLAY SPACE 

Five dollars per inch. Allow 45 

words to an inch 


Y., on Monday of the week of publication in order 





Otherwise insertion 


When advertisers desire answers to 
come in our care twelve words must 
be allowed for address. When adver- 
tisers desire replies forwarded direct 
to their address each word of their 
address must be counted in the adver- 
tisement and paid for accordingly. 

Payment in advance is required, ex- 
cept when regular advertisers, as 
amounts are too small to open accounts. 








Bath : 
Tub and Shower Lex ington Ave. 
NEW YORK CITY 


$3 to *5 
800 Rooms 


Each with Tub 
and Shower 


For 2 persons 
#4 to %6 
per day 


Suites 
$8 to 12 
per day 


Special Monthly 
and Yearly Rates 


Radio in Every Room 








—————————————a=———I} 
3 minutes’ walk from Grand Central. Times 
Square, Fifth Avenue Shops important 
commercial centers, ' .ding shops and 
theatres nearby. 10 minuwes coeun. Station, 


Grand Central Palace 
only 2 short blocks away 
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MERCHANTS’ NEEDS 
“i Milbradt 
As ===| Rolling Step Ladders 


@nable you to reach your 
highest shelves convenient- 
ly. 
They last a lifetime 
and 


— 


ee 
toma 
, eee, 
2 
ed 
\nes 
we 
as 
sca 
- 
e 


4re made in any style, 
a or size to fit any 
of shelving. 


STH 


f 


BaREER EE 


Write for general catalog 
the best 


and let us sugges’ 
adder for your use. 


Milbradt 
Manufacturing Co. 
Established 1895 
2416 No. 10th Street 
ST. LOUIS, MO. 
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H-W reed and fibre furniture offers 
many possibilities for fine shoe store 
seating. The above chair, in a beau- 
tiful finish and upholstery, will 
help to create an attractive, ap- 
pealing atmosphere in your store. 
Write for information and prices. 















Baltimore, Md.; Boston, Mass.; Buffalo, 

N. Y.; Chicago, Ill.; Kansas City, Mo.; 
Los Angeles, Calif.; New York, N.Y.; 
Philadelphia,Pa.; St. Louis,Mo.; Port- 
» Oregon; San Francisco, Calif. 









Wheeler Co. Moving 


BIRMINGHAM, ALA. (UTPS)—The 
Wheeler Shoe Co., 319 North Twentieth 
Street, Cantilever store here, will move 
in the very near future to Five Points, 
the business district of a residential 
section of Birmingham. 

The Wheeler Co., for sometime has 
been operating a juvenile shoe store 
at Five Points. The juvenile store will 
be merged with the adult store in a 
new location. 


New Kramer Shops 


CLEVELAND, OHIO (UTPS)—Kramers 
Shoes, Inc., have just completed re- 
modeling and refurnishing their shoe 
store-on Prospect Avenue, which was 
damaged by a fire several weeks ago. 
Kramers Shoes, Inc., now have eight 
stores in Cleveland, one in Elyria, and 
a new store at Barberton, Ohio, opened 
Saturday, July 27. Another store will 
be opened at Salem, Ohio, in about two 
weeks. 





St. Louis Plants Running 
at Capacity 


St. Louis, Mo.—Business in the 
wholesale district continues to be heavy 
in volume, with manufacturers pushing 
their factories to capacity to meet the 
demand of retail merchants for fall 
footwear. 

Two of the largest manufacturers are 
producing the greatest number of pairs 
in their history. The International 
Shoe Company during a recent week 
produced 190,600 pairs daily. It is re- 
ported that production will surpass this 
figure within a few weeks. Brown Shoe 
Company have their factories geared to 
a capacity of 59,000 pairs per day, with 
60,000 pairs per day anticipated short- 
ly. These figures, it is reported, are the 
highest ever attained by either com- 
pany. Other concerns in this market 
are sharing in the demand for foot- 
wear. In some instances the wanted 
styles and materials are being placed 
on back order. 

Orders are being sent in from all sec- 
tions of the country. Reports from 
salesmen indicate retail merchants in 
excellent condition, with inventories 
down to the very minimum. 

Another encouraging development in 
the upswing of business has been the 
unit order, which has been substantial 
in volume. Merchants are displaying a 
confidence regarding business for fall 
and are placing their orders accord- 
ingly. 

Gains will be scored by the whole- 
sale institutions during the coming sea- 
son, with some of the larger firms pre- 
dicting substantial increases at the end 
of the year over the same period of a 
year ago. 


Neil Ryan to Open Store 


SAN FRANCISCO, CAL.—Neil Ryan, 
who recently resigned as superinten- 
dent of the Philadelphia Shoe Com- 
pany, after having been with this firm 
twenty-six years, has arranged to en- 
gage in business on his own account 
and has secured a lease on quarters 
at 251 Powell Street, near the Hotel 
St. Francis. Women’s high-grade foot- 
wear will be handled exclusively and 
the shop will be ready for business 
with the opening of the fall season. 
Mr. Ryan left recently for the Eastern 
markets to make selections of stock. 





New Douglas Shop 


LANSING, MIcH. (UTPS)—The W. 
L. Douglas Shoe Company of Brockton, 
Mass., has taken a ten-year lease on the 
store at 233 S. Washington Avenue in 
Flint, Mich., and will take possession 
Sept. 1. The Douglas company will 
open a retail shoe store, its first in Lan- 
sing, in the space just leased, after a 
new front has been installed and the in- 
terior of the store has been remodeled. 


New Cohen Store 


GADSDEN, ALA. (UTPS)—The Dan 
Cohen Shoe Co., has taken a lease on a 
store at 428 Broad Street here. A 
popular price shoe store will be opened 
about Oct. 1, by the chain. 
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MERCHANTS’ NEEDS 











ESTABLISHED we 


LABELS 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 




















[ FRA 
(352i fat Sn rerus) {T 
263-271 LEXINCTON AVE , BRODKLYN. Ny 
AMERICA'S CREATEST 
SHOE CARTON & LABEL MFCS 






SHOE 
BF =) = BS 


The DISTINCTIVE and 
PERMANENT MARK 


F.H. KLUGE 
WEAVING Co, 


33-39 W 347TH ST. NLY.C 
Pnone WISCONSIN 8/30 





Reptile Tannery Enlarging 


PEABODY, MAss.—Essex Tanning (Co. 
is enlarging, so it can make more rep- 
tile calf leather. A finishing room, 
which some call “the reptile room” is 
being built as quickly as possible. It 
is metal frame, metal sheathed, and on 
concrete foundations. It will be fin 
ished by the time this is in print; be 
sides, changes are being made in the 
main factories, and additional! machir- 
ery is being set up. The company is 
operating to capacity. 





Fire Damages Shoe Stock 


Los ANGELES, CAL. (UTPS)—The 
Star Shoe Company, located at 4i) 
South Broadway, narrowly averted 
loosing an entire stock of merchandis 
by fire last week. Only the quick 
work of the fire department prevented 
the spread of the blaze, which started 
in the rear of the building where the 
shoe stocks are kept. The damage ¥ 
estimated at $3,000. 










New San Pedro Shop 
Los ANGELES, CAL. (UTPS)—A ne# 


and up-to-date shoe store wa opened 
Los Angeles, last week. It knows 
as the Arch-Aid Shoe store and is 


cated at 421 West 6th Street. A com 
plete line of corrective shoes has bee 


in San Pedro, the harbor district o | 
installed. The new store is under the | 
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Cc. P. FORD & CO. 
ROCHESTER, N. Y. 


QUALITY KNOWS NO COMPETITION 


There is no substitute for quality. That is why merchants selling 
FORD Footwear do not have to worry about the low prices and 
special sales which competitors offer on inferior shoes. 

Style leadership, quality workmanship and Archetype offer a 
combination that insures the continuous patronage of the most de- 
sirable clientele. 

Ford footwear is scientifically correct and styled to the minute. 


C. P. FORD & CO., INC. 
ROCHESTER, NEW YORK 
Detroit Office: Burns-Gray Bldg.—Ray Wegman 


Chicago Office: 1815 Republic Bldg.—Ray McCarthy 
New York Office: 441 Marbridge Bldg.—Jack Galway 








“Greeley” and “Dependabili 8 * \* 
Mean the Same Thing cs POST-McVEY 


Boudoir Slipper COMPANY 
* 


For many years Greeley Bou- 
Cutters of 


doirs in black and colored FINE QUALITY TOPLIFTS 


leathers, with leather or sity 
of every description 


rubber heels, have been 
STOCK accepted by the national BEST — we 


trade as the standard. 


26 Palr Cases | NEw WOMEN’S LEATHER 
A. W. GREELEY HEEL 


12 Dunean St. -- Haverhill, Mass. 347 CONGRESS ST., BOSTON, MASS. 


Boston office, 78 LAdncoln Street AA 
Mz. Corrine anp Mr. CazR oe ie 
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» quick 


“ Did You Ever Think of This? 


mage is 


You probably have used equipment, shop-worn equipment, out-of-date 
models or products which you do not want but which some one else would 
yA aff] be glad to get hold of at a price under the market. 


opend Classified Advertising in the BOOT AND SHOE RECORDER will 


trict of 


ie «Move them quickly and economically. See Classified Section for Advertis- 


d is lo 
A haley «ng rates. 
der the 
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Boot and Shoe 
Recorder 


Serves in 


Getting More Shoes Sold Right; not 
only “more” but “right”; sold for the 
right purpose, to the right wearer, in 
the right fitting, for the right price, at 
the right profit. This is the great 


problem of the retail shoe merchants. 
The chief purpose of THe Boor anp 
SHoe Recorper is to help solve it; for 
this is the basic problem upon which 
depends the progress of the entire allied 
industries relating to shoes and leather, 
their production and distribution. 





A Buying Guide t 





BOOTS AND SHOES 


Abbott Shoe Co., N. Reading, Mass...... 
Air Mail Shoe Co., Cincinnati, Ohio...... 62 
Air-O-Pidic Shoe Co., Boston, Mass........ 7 


Ault-Williamson Shoe Co., Auburn, Me.. 59 
Blog Shoe Co., New York City........... 118 
Bond Shoe Co., New York City........... 119 
Brass Bros. & Feinroth, New York City.. 116 
Brooks Shoe Mfg. Co., Phila., Pa...... 118-119 
Brown Shoe Co., St. Louis, Mo.........- 16 
Burkley Shoe Co., Brockton, Mass........ 121 
Capezio, New York City............se2e0. 118 


Chapline-Mayer Shoe Co., Milwaukee, Wis. 41 
Chase, W. S., & Sons, Haverhill, Mass.... 
Central Shoe Co., St. Louis, Mo.......... 24 
Certified Shoe Corp., Rockford, Ill........ 42-43 
Churchill & Alden Co., Brockton, Mass., 
4th Cover 
Cape. Edwin, & Sons, Inc., E. Weymouth, 
Commonweaith Shoe & Leather Co., Whit- 
man, Mas 4 
Connell, J. M., Shoe Co., Inc., So. Brain- 
tree, Mass. 117 


Conrad Shoe Co., Brockton, Mass......... 58 
Coon Co., W. B., Rochester, N. Y......... 66 
Corcoran, T. F., Co., Inc., Lynn, Mass.... 121 
Crafts, G. P., Co., Manchester, N. H...... 70 
Curtis, Stephens, Embry Co., Reading, Pa. 
52-53 
Cushman-Hollis Co., Auburn, Me......... 100 
Dorothy Dodd Shoe Co., Boston.......... 14-15 
Drew, Irving Company, Portsmouth, Ohio, 
35-36-37-38 
Ebberts, John, Shoe Co., Buffalo, N. Y... 120 
Edwards, J., & Co., Phila., Pa.......... 56-57 
Emerson Shoe Mfg. Co., Rockland, Mass.. 114 
Evans, L. B., Sons, Wakefield, Mass... .115-116 
Ford, C. P., & Co., Rochester, N. Y........ 125 
Fox, F. J., Co., Rochester, N. Y.........- 121 
Gale Shoe Mfg. Co., Manchester, N. H.... 120 
General Footwear Corp., New York City.. 116 





IN THI 


SPEEDING UP THE BRAIN........... 


THE CHAINS WILL GET YOU....... 
If You Don’t Watch Out. 


WHAT’S THE BIGGEST PROBLEM AT 
RETAIL? 
A Cross Country Survey. 


er 


THE RACE Is TO THE SWIFT.. 
Man No Longer a Walking Animal. 


THE VOICE OF THE RECORDER...... 


HE TAMES THE WILD MODERNE..... 
In This New Spokane Store. 


WHEN SHE RETURNS TO SCHOOL AND 
ll Bea 
The School Girl’s Sins Section. 


How Bruty ROGERS BECAME A SHOE 
DE Sobscicseeeeeene¥iedess 


Episode 1, in a New Series. 


THE TRAVELING SHOE SALESMAN... 
NEWS 0’ SHOES. . 
Every IDEA A SHOE MONEY MAKER. 


Cr  ) 


LEATHER AND MATERIALS........... 


BUSINESS BAROMETER ...... 
OTHER REGULAR FEATURES. 











S ISSUE 


Humanizing Trade Knowledge.. 71 


By Murray C. French.. 72 


And Merchants Answer........ 74 


Travel and Shoes.......cccccee 16 


78 
80 


Opinions of the Editor......... 





Practical, not Freakish........ 


Her School Shoe Wardrobe..... 82 


By H. Whitehead.............- 94 


News of the Read....cccccvcce 
About Folks You Know........ 99 
TE SE iw ess edcowsacs . 106 





At the Source ...... aloes ieee re 
Changes, Embarrassments, New 
ee rere einer an ceo 








126 


Greeley, A. W., Co., Haverhill, 
— Daniel, Felt Shoe Co., 





town, 


Lumbard, 


Maize Shoe Co., Rochester, N. Y. 
Malott, H. F., Sh 
Marathon Shoe Co., Wausau, Wis. 
Menihan Co., Rochester, N. _ 
Merchants Shoe Co., Boston, Mass. 


Natalie Slipper Co., Haverhill, 
Nettleton, A. E., Syracuse, N. Y 


Co., 


Paristyle Footwear Mfg. 
York Cit 


Richards & Brennan Co., Randolp! 


Smith, Wm. Sumner, Chicago, I)! 
Special Shoe Co., St. Louis, Mo.. 


Stacy-Adams Co., Brockton, Mass. 
Star Footwear Mfg. Co., Phila., Pa 
Swan Shoe Co., Baltimore, Md..... 


Tober-Saifer Shoe Ce., St. Louis, M 
United States Shoe Co., Cincinnat 


Armstrong Cork Co., Lancaster, P 
Evans, John R., & Co., Camden, N 
Foerderer, Robert H., Inc., Phila., | 
Coes. A. F., & Sons, Inc., Mi! 


Gecdrick, B. F., Rubber Co., Akror 
Goodyear Tire & Rubber Co., Akron 
Graton & Knight, ‘Worcester, Mass 


Hunt Wankin "Leather "Co. Bosto: 
I. T. 8S. Co., Elyria, Ohio.......... 
Keystone Leather Co., Phila., Pa. 
Ohio Leather Co., Girard, Ohio.. 
Post-McVey, Boston, Mass....... 
Boepine. Fred, Leather Co., Fond 


Schmidt, Carl E., & Co., Detroit, \ 
Skinner, Wm., & Sons, New York 


= States Leather Co., N« 


United States Rubber Co., New V: 


SHOE ORNAMENTS 





Hy-Grade Slipper Co., New York 
Reynolds Co., Providence, R. I... 


Boot AND SHOE RECORDER 
combining THe SHor RETAILER, 


Mass..., 
Dolgeville, 


Ideal Baby Shoe Co., Danvers, Mass. 


oe Komfort Shoe Mfg. Co., Milw 


Laird, Schober & Co., Phila., Pa.. 
Lancaster Shoe Co., Elizabethtown, 
H. G., Shoe Co., Auburn, 


joe Co., Chicago, tl 


Mass 
Old Colony Shoe Co., Brockton, Ma 


Packard, M. A., Co., Brockton, Mas 
Inc. 


Pontiac Shoe Mfg. Co., Pontiac, I!! 
Reynolds, Bion F., Brockton, Mass: 
Riemer, A. H., Shoe Co., Milwauke: 
Sherwood Shoe Co., Rochester, N. \ 


Front 











Hagerstown Shoe & Legging Co., Havers. 


Hamilton Brown Shoe Co., ‘St. Louis, Mo, 
Harsh-Chapline Shoe Co., Milwaukee, Wig, mn 


Johnson, Stephens & Shinkle Shoe Co. St. 
i Nd eens edawdave<o0-<<+ 
Johnston & Murphy, Newark, N. J. 
Juvenile Shoe Corp., Aurora, Mo... 


2nd Cover 


+s I 
- IM 


oes IM 
New 
li 

. 604 41 


oes Mff 
Mass. 11 


Wis. 119 


seve 
115-11 
reer B 









Ohio, 
cover, 62 





LEATHER AND OTHER MATERIALS 


vaukee, 


BT 
Ohio.28-2 
Ohio .32-33 

3rd Cover 


sate 
Mass. 
45-46-47 
























FIND 
Ameri: 
Banna 
Detroit 


Goods 


Hecht 
Heyw 


Milbra: 
Pollin: 
Rabla« | 
Segall 
Shoe ! 
Shoe L 


Willian: 
MACH 


Beckwi' 
Compo 
Klage, 
United 
Mass 
United 
Mass 


Univers 


Waldes 
N. Y 


America 


Boot ar 
Mass 


GEO 








18 
501 F 
The si 
postag 
FORE! 


_. 


A requ 
with 
throug! 


_. 


Entered 
Mem 


Boor anr 
Combining 


Our Advertisers in This Issue 





FINDINGS AND SHOE STORE SUPPLIES 
American Seating Co., Chicago, Ill 

Bannock Device, Syracuse, N. Y 

Detroit Show Case Co., Detroit, Mich 


Goodwin, C. L., & Co., Ine., Worcester, oe 


M: 


Hecht Fixture Co., Chicago, Ill 123 
Heywood-Wakefield Co., Wakefield, Mass.. 124 


Milbradt Mfg. Co., St. Louis, Mo......... 124 
Pollinzer, M. D., Ce., St. Louis, Mo 
Rublack, Emil, New York City 
ll & Co., Phila., Pa 
- Form Ce., Auburn, N. Y 
Shoe Lace Co., Ltd., Providence, R. I..... 


Williams Mfg. Co., Portsmouth, Ohio.... 


MACHINERY, LASTS, MFRS,’ SUPPLIES, 


DRESSINGS, ETC. 
Beckwith Mfg. Co., Boston, Mass 
Compo Shoe Mach. Corp., New York City.10-11 
Kluge, E. H., Weaving Co., New York City 124 
United Fast Color Eyelet Co., Boston, 
Machinery ee 


30-31, 48, 108-109 
Cleveland, Ohio. 116 


United Shoe 
Mas 
Universal Shoe Plate Co., 


— Koh-i-noor, Inc., Long Island City, 
N. 


MISCELLANEOUS 
American Weekly, New York City 


Boot and Shoe Workers Union, Boston, 
TREE. . ccccccccccccccesscoeccooeooocse ° 





Export Surplus Purchase Co., Inc., New 
York City 


Hotel Chesterfield, New York City 
Hotel Montclair, New York City 


Kimberly-Clark Corp., Chicago, Ill 1 
Kirsch-Blacher Co., Inc., New York City... 123 
Lederer, Victor E., New York City 23 
Meyer, Frank C., Co., Inc., Brooklyn, N. Y. 126 
Morrison Hotel, Chicago, Il 27 
Penney, J. C., Co., New York City 

Poster & Deutsch, New York City 

United Business Papers, Inc., New = = 

i 104- 


HOSIERY SECTION 
Brown Durrell Co., Boston and New York 133 
Cooper, Wells & Co., St. Joseph, Mich.... 


Elliott Hosiery Co., New York City 
Everwear Hosiery Co., Milwaukee, Wis.... 
Fedden Brothers Co., Inc., New York City. 144 
Gotham Knitbac Service Co., 

York City 160 
Gotham Silk Hosiery Co., New York City.. 134 
Harris Silk Hosiery Co., New York City.. 145 
Hosiery Distributors Institute, New York 


Krueger-Tobin Co., Inc., New York City.. 158 


Mock, Judson, Voehringer Co., Inc., New 
York City 


Patterson Mutual Hosiery Mills, Inc., New 
York Cit 


Shoe Form Co., Auburn, N. Y 


157 
Society Maid Hosiery, New York City. .130-144 


= Hosiery Mills, Inc., New York 
145 





GETTING MORE 
SHOES SOLD RIGHT 





BooT AND SHOE RECORDER PUBLISHING Co. 
239 WEST 39TH STREET, NEW YORK 
EVERIT B. TERHUNE, President 
WILLIAM M. LEBRECHT 


Vice-President 


and Treasurer 


Vice-Presidents 


GEORGE W.R. HILL H. WALTER SCOTT 


B. C. BOWEN HARRY A. CHASE 


Secretary 


ARTHUR D. 


Directors of the corporation. 


ANDERSON 
in addition to 


the ee named officers: 


A. C. PEARSON 
Harry A. CHASE 
OWEN A. THOMAS 


UGH M. BowEN 
coe H. FURBER 


L. F. DuTTon 
P. M. FAHRENDORF 
L. SEWARD 








Branch 
CHICAGO 
189 W. Madison St. 


CINCINNATI 
501 First Nat. Bank Bldg. 


1627 


St. Louis 

Locust St. 
ROCHESTER 

15 Ellwanger and Barry Bldg. 


Offices: 
BosToNn 
80 Federal St. 


PHILADELPHIA 
214 S. 12th St. 


SUBSCRIPTION RATES 
The subscription price of the Boor AND SHor Recorper is $8.00 for one year, which includes 
Postage in the —— States, its possessions, Canada, Mexico, Spain and its colonies and South 
erica (excepting Venezuela and the Guianas, which is $6.00). 
FOREIGN SUBSCRIPTION. The price to all foreign countries except the above is $6.00 per 
year including postage. 


All subscriptions are payable in 


_—__ 


advance. Single copies 25 cents. 





A request for change of address must reach us at least thirty days before the date of issue 


with which it is to take effect. Duplicate cop 
through failure to send advance notice. 


With your new address be sure also 


ies cannot be sent to replace those undelivered 
to send ue 


the old one, inclosing if possible your address label from a recent copy. 


a 





Entered as second-class matter Sept. 19, an 2 > Post Office at New York, 


N. Y., under the act of 


3, 1879. 
Member, Division of a United Business Publishers, FF a Audit Bureau of Circulatione 





ember, A 


Boor AND SHom RECORDER 
combining Tue SHOE RETAILER, Aug. 3, 1929 


apers, Inc. 


127 











ext Week 


you will find 


in the 


Boot and Shoe 
‘Recorder 


7 
4 














TTENDANCE at football games in 
the fall of 1929 will exceed the 40,- 
000,000 mark and prove it to be the great- 
est football year on record. The right shoe 
for the right occasion makes profit for the 
merchant. Watch for the forward pass in 
next week’s issue. 


After Sun Tan what? Fashion is fickle, 
so a change may be expected affecting foot- 
wear. Miss Fashion puts a veiling on the 
face of “old Sol,” and we enter into a new 
period termed—Opaques. 


A certain selected group of retail stores 
shows that the salaries and wages of sales- 
people are about one-fourth the total ex- 
pense of doing business. In next week’s 
issue we become confidential advisers to 
the retail shoe stores of America, and 
show the cost of productive and non-pro- 
ductive time over the fitting stool. We 
show the merchant ways to better the 54 
per cent selling time average. When the 
merchant knows that 46 per cent of the 
time of clerks is unproductive of sales, he 
is in a position to increase pairage at re- 
tail, following the suggestions in this edi- 
tion. 
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anticipated every requirement... as the shoe industry has progressed 


tO its present high development. 


Lhe Gennine Vuleo-Unit Box Toe 1s Made and Sold Only By 


BECKWITH MANUFACTURING COMPANY 
Large th Manufacturers of Box Toes in the World 


STATLER BUILDING, BOSTON 
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QUALITY 


SOCIETY MAID HOSIERY 
is of such unquestioned 


excellence that we believe 


THIS 
COUNTER-SIGN 
OF QUALITY ON 
EVERY PAIR OF 











AW /b 


badd, U.S. PAT. OFF. 





FULL FASHIONED 
SILK HOSIERY 


we owe our dealers every opportunity for trading up to this excel 


lence, especially at a time when it will be most effective in 


combatting the price competition of substandards offered as First 


Quality. 


Therefore we are proud to be among the first manufac= 


turers of full fashioned silk hosiery to stamp our full fashioned silk 


hosiery with the hdi Hall Mark of First Quality. 


SOCIETY 








HOSIERY COMPANY, Inc. 


354 Fourth Avenue, N. Y. C. 
Mills: Willow Grove, Pa. 


MAID “SLIPS OF FASHION” AVAILABLE ON REQUEST 
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4 A ‘4 
QUALITY 
Hos stamped hdi First 


Quality cannot be anything 
but First Quality. 


Hosiery that IS NOT marked 
“seconds” or “substandards” is 
assumed to be First Quality. 


But to assume First Quality is un- 
safe when large quantities of faulty 
hosiery are reaching’ the consumer 
as First Quality. 


And though a buyer examine.every 
pair in a shipment, the fact remains 
that in the absence of the hdi Hall 
Mark he must often sell this hosiery 
in competition with second quality. 


The retailer cannot inspect the 
stocks of the unscrupulous dealer; 
he cannot prove what he knows to 
be a fact about these illegitimate 
goods, BUT HE CAN DEFEAT THIS 
SYSTEM AND PROTECT HISOWN 
INVESTMENTS BY OFFERING 
WHAT NO SHARP OPERATOR 








The, 
HALL MARK 


OF FIRST 
QUALITY 
FULL FASHIONED 


SILK HOSIERY 


CAN OFFER, AND THAT IS 
HOSIERY WITH THE HALL 
MARK, hdi FIRST QUALITY, 
STAMPED ON EACH PAIR. 


This is better than assumption. 
Retailers everywhere are offering 
hosiery bearing the hdi Hall Mark 
to meet unfair and destructive 
competition. At the same time 
these retailers are convincing their 
customers that the hosiery being 
offered is certified First Quality. 


The hdi Hall Mark removes all 
doubt from the question of First 


Quality. 


We invite every manufacturer of 
First Quality Full Fashioned Silk 
Hosiery to use the hdi Hall Mark. 


For further information apply to 
the Hosiery Distributors Institute, 
Inc., 15 Vanderbilt Avenue, New 
York, Harry A. Einstein, Managing 
Director. 
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In the new Gordon Colors for Fall 








A new Gordon V=-line De Luxe 


(Sordon 


V LINE 


to retail at % 2.50 


Our nationally-known numbers (#815 
—with self heel, and #819—with black 
heel} have been bettered in value by 
improvements which will very appre- 
ciably increase their customer -accept- 
ance at this price. 

OTHER GORDON V-LINE NUMBERS —TO 
RETAIL AT $2.00:7789 with self heel : #889 


with black heel : #725 service weight. 


BROWN DURRBRELL CO. 


NEW YORK 


BOSTON 
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Mere is your 
protection against 
unfair competition 





Mos is glad to join with other good 
manufacturers in using the HOSIERY 
DISTRIBUTORS’ INSTITUTE “First 
Quality” hallmark. 

Of course all Mojud Hosiery has always 
been first quality... and always will be. 
But one of the crying evils of the trade 
has been that the consumer has had no 


standard to guide her through the maze 


of comparative prices... and the good re- 

tailer has had nothing with which to rebut 

his unfair competitors’ offering of “fine” 
silk hosiery at ridiculously low prices. 

The Adi toe-mark gives good retailers 

a definite weapon against unfair practice 

. and we take pleasure in offering 

it to them in their efforts for a bigger, 


better and cleaner hosiery business. 


MOCK, JUDSON, VOEHRINGER CO., Ine. 


PIERCE AND EIGHTH AVENUES 


LONG ISLAND CITY, N. Y. 


Salesrooms: 212 Fifth Avenue, New York City 


Factories at GREENSBORO, N. C. 


PHILADELPHIA, PA. 


LONG ISLAND CITY, N. Y 
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the sun on feminine skins. 


and the sun less potent as a coloring influence, another 
source of color must be sought. 


general expectation of a pre- 
dominance of brown in 
costumes for the 
coming Fall and Winter 
season, has given the cue to 
hosiery producers to develop 
hosiery colors that will at 
least with the 
brown tones in costumes, 
but beyond this, there must 
be other reasons for the 
choice of colors—or at least 
one reason that will bear the 
that sun-tan 
bears at present. It is a 
good thing for the trade to 
have something of this kind 
to talk about and to adver- 
tise to the general public. It 
is impossible to estimate just 
how many pairs, or how 
many extra pairs of hose the 
magic words “sun-tan” have 
sold this Summer. One 
guess is as good as another, 
but it is a safe guess that 
these words did develop ex- 
tra business. 

Now, what shall we talk 
about this Fall and Winter ? 
Already there are indica- 
tions that the vogue of 
matching hosiery to furs 
will provide the stimulus 
that sun-tan gives the 
losiery trade this Summer. 
\s the new Fall color lists 
are put out by 


women’s 


harmonize 


exploitation 


various 


‘TER sun-tan, what? This 
Summer’s 
taken 
sun, or rather from the action of 


FURS AND HOSE 


News and Views on Colors, Styles, 


Prices and Other Ti hings in 
the ‘Realm of Hosiery 


> 


has 
the 


hosiery 


its color from that fur colored 


As the year grows older coming season. 


It is true that the point the way. 


Sporty turn down cuff anklets, with cuff to match 
the color of the sandal, and worn with bare leg 

stockings, form a _ perfect complement to this 
knitted sport suit worn by Bessie Love, 

Anklets have been widely adopted by the 
MOTIC colony on the West Coast 


movie 


star. 
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manufacturers it becomes appar 
ent, from the color names adopted, 
hosiery is 
destined to play a big part in the 
Such colors as “Caracul Beige,” Rey- 
nard (fox) Beige” and “Reynard Taupe,” appear to 


When the Fall shoe leath- 
ers were chosen, it was an- 
that the 
perhaps, be 
and _ that 


ticipated season 


would, duller 


than usual mono- 


tones in garments would 


register heavily. However, 
the coat manufacturers have 
lightened the complementing 
furs to the extent that rich, 
deep chocolate shades in the 
Prado Brown family are he- 
ing combined with the lux- 
ury fox and lapins in light 
beige tones. As the collars 
are deep, full and _ billowy, 
and the cuff treatments are 
deep or spiral, the amount of 
light complement almost 
overpowers the coloring of 
the coat. 

Many smart women will 
naturally the 
of the fur 


wear velvet 


turban tone in 
preference to the shade of 
the coat, which, we'll say, is 
prado brown. Hence she 
will have the preference of 
the 


hose which matches the fur 


wearing lighter shade 
and hat in preference to the 
tone of the shoe. 

It has been recommended 
that 
beige and the medium tones 


the darker tones of 


of brown, be used in win- 
dow displays so as to sell 
the the 


woman idea of a 








definite change of season and costume. 
High style will follow through with 
the darker hosiery, but some women 
will match furs and others beads and 
again gloves. One of the smartest im- 
ports shown in the advanced collections 
had seven distinct tones of brown used, 
yet the entire ensemble could be de- 
scribed as of a “wood shade.” 

Many of the suede shoes are to be 
combined with opaque leathers or semi- 
luster colorings such as rich brown 
suede and a brown kid with a raisin 
cast. Again brown suede is combined 
with light tan Calcutta lizard. In this a ae en eo 
instance the woman has a choice of the 
tones for her hosiery, hat and bag. 

The accents and combinations of 
leathers used by the shoe manufacturer 
should be a matter of careful study by 
the hosiery manufacturer. Because of 
the fact that no matter what is the com- 
plement of dress, coat and hat, the shoe 
and stocking must show relative color 
values. The shoe combinations and 
complements accepted have been care- , 
fully surveyed during the past few mgs ond cuff patterns. 

y y g p . é 

: Courtesy Penn Hosiery 
months and the checking reveals the m ; ' 
fact that sixty per cent of the brown Mills, Reading, Pa. 
shoes are in two tones or monotones of 





















































in winter anklets, a wool 
sock with turn down cuff, 
through which a_ vari- 
colored lacing is drawn. 
Eylets extending through 
the cuff keep the lacing in 
place. The lacing repeats 
the combination of colors 
in the figured cuff. Comes 
in a wide variety of color- 


for the brown suede shoe. 


newspapers and were anonymous, so far as the con- 
sumer is concerned. Even the trade is not aware of the 
make-up of the organization back of the advertising 
campaign, although it is known as the Hosiery Style 
Service. It is believed to be composed of a group of 
hosiery manufacturers headed by Holeproof. The 


leather: Thirty per cent are in brown with beige, and Properly made and worn by the woman whose legs are 
the other ten are in brown combinations. of average proportion, that is, neither too full nor too 

Hosiery shades, varying from the light to dark wood thin, these stockings are fairly serviceable and reall) 
browns, with overcasts of yellow, rose, gray, or even beautiful. All indications point to their being an even 
metallic lustre, appear to be what the season will call larger factor in the hosiery scheme next Summer. Re- 
for. From the shoe standpoint, it is certain that the ports also indicate that sales of the bare leg hose hav 
season will develop an extremely widespread use of been extra business, rather than replacements for or- 
brown suede. Hosiery, two or three tones lighter than dinary hosiery. As near as can be gauged, bare leg 
the shoe and with a metallic or grayed overcasting, car- hose have provided about 5 per cent of the current 
rying along the opaque idea, is the logical complement Summer’s hosiery business. 


Bare Legs A correlary of the bare leg and the bare leg hose 
has been the sport sock or anklet. Business in ankle 
Reports as to the extent that women are going bare- sox of all varieties, cotton or wool for sport and silk 
legged this Summer vary considerably, and the effect for more dressy occasions has been exceptionally good 
of this vogue on the hosiery business is decidedly spotty. Unlike the bare leg hose, the anklet bids fair to becom 
There is little doubt, however, that the bare leg craze an all-year-round proposition. New patterns in anklets 
has been a factor in decreasing hosiery sales. One bit for the Fall and Winter season are now in preparation, 
of striking evidence came to light last week with the and the inventive genius of the producing trade is be 
publication of what is declared to be a series of adver- ing concentrated on developing new ideas. On thes 
tisements to combat the stockingless vogue. These ad- pages we show one such novelty, a wool anklet tha 
vertisements appeared in San Antonio and Kansas City can be laced tightly at the top to keep out the snow. 


Jumping from ankle length sox to hip length stock graph, | 
ings. For some time now longer and longer stocking'ffreally fig 
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advertising is subtle in appeal and says 

“No man is ever attracted by a an 
obvious display of nudity, for nothing 
is then left to the imagination. Beatrice 
Fairfax says: “Don’t give the wrong im. 
pression, girls. Don’t go bare-leeged,’’ 

In addition to the newspaper adver. 
tising campaign, it is understood tha 
direct appeal to women _ through 
women’s clubs, colleges, Y. W. C. | 
and other organizations will be made 
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Along with any consideration of theff apart 

hare-legged vogue must go a study off and T 
the situation of bare-legged, or seam. show 
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been a big factor in this season's busi- ff out. 

ness. Introduced late last year as aff ment : 
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OQ matter 
where you 
find it, it is 
still “moderne.” Two 
of the newest hosiery 
departments in the 
country are as far 
apart as New York 
and Texas, yet both 
show the urge to 
tun “moderne” in 
decoration and lay- 
out. And, the treat- 
ment in each is de- 
cidedly different 
from the other. 
The photograph 
at the top is of the 


hosiery department 
in the recently re- 
modeled Bedell 


store in New York. 
The combination of 



















192! 


HOSIERY AND ACCESSORIES 








light walnut and maple in display cases, counters and 
tables and the frosted glass chandeliers make a decided- 
ly happy ensemble. The large block design in the lino- 
leum floor further carries out the modernistic effect. 
Even more “moderne” in treatment is the big hosiery 
department in the new Krupp & Tuffly, four story shoe 
store in Houston, Texas, shown in the lower photo- 
graph. Here the fixtures are of combination woods, gen- 
really light in character but in more elaborate design. 
Fluted wood and mirrors are used around the pillars 
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BEDELL, NEW YORK, N. Y. 


A A A A 


KRUPP & TUFFLY, HOUSTON, TEXAS 


thing. 


the store owner wishes. 





MODERNE ?—OH, MY— YES? 
7 


and even the walls 
have 
“art 


and ceilings 
gone in for 
moderne.” 

It will be noticed 
that in both these de- 
partments the regu- 
lation shelving has 
been adhered to, with 
the usual display 
space above _ the 
shelving. In the 
Krupp & Tuffly 
hosiery department, 
buckles, handbags, 
perfume and costume 
jewelry are carried. 

The _ modernistic 
trend in decoration 
is being applied to 
mercantile establish- 
ments all over the 
country. The move- 





ment is like a great wave that threatens to engulf every- 
It is fortunate that this type of decorative treat- 
ment lends itself particularly well to hosiery departments, 
where the set up of a counter and small shelves for 
stock are most conveniently arranged in square or 
angular formation, the basis of the modernistic motif. 
Another fortunate thing is the fact that modernistic 
treatment can be achieved at great or small expense, as 
Some of the best looking 
“moderne” type stores have cost but little to decorate. 
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THIS COLOR TEST 
BUILDS SALES 


In the Campbell Hosiery Stores an 


“Examination” on Best Selling 
Shades is Turned to “Profit 


HECKING on color and 
price information, as the 
clerks actually know it, has 

proved to be a big asset in the daily 
sales of hosiery at Campbell’s, Inc., 
Chicago. Each season under the 
personal direction of A. I. Stephens 
a test is given to the salespeople to 
determine their knowledge of prices 
and colors that are selling, and inci- 


chiffon it occupied sixteenth place. 

In this test the judging was done 
on the basis of box selling, as the 
shops automatically maintain « stock 
record in this manner. Whicn the 
box leaves the stock room to go 
into current selling, it is registered 
automatically as sold as far as that 
end is concerned. The card having 
style number, color name and size 





dentally to judge of the actual keen- 
ness of the salespeople. 

The method that this merchant has evolved has proved 
so successful in his own shop that he was willing to tell 
of its method of operation. As the shops, of which there 
are two in the loop, sell only hosiery for men and 
women, the test was a most practical one and designed 
to obtain a check-up on the colors and prices that were 
selling day by day. 

In this test all the prices and weights that are carried 
had a place, as well as the outsize. The weights included 
the sheer chiffon, chiffon, utility, mid-weight and semi- 
chiffon. 


E ACH clerk was asked to list the five leading colors 

in sales, in each of these groups, and three in the 
outsize. There was a possible chance of a perfect score 
at 28. When the test was held last Fall the highest point 
made was 19, but this Spring the best answer rated 22! 
As the shop does a large business on men’s hose, the test 
called for a list of the eight best selling colors. 

A perfect score was attained this Spring when the 
force was asked to write the list of twelve leading colors 
in hose at $2.95, excluding black and white. In the 
Fall test an interesting feature was the place accorded 
to white by the sales staff. It had played its part in 
Summer selling and yet the staff virtually ignored it in 
the list of types selling ; and yet the stock records showed 
it was as follows: It took second place in one weave and 
price; it was the sixth best seller in another price group 
and the seventh in two price groups, although in sheer 


is turned into the buyer’s office and 
at the end of each given period 
when a recapitulation is taken it is easy to check up on the 
total of colors sold, as to first, second and third place 


HE advantage of the color test on the salespeople 

proved to the buyer exactly what colors were not in 
their mind. If a color was slow selling and yet it cid not 
appear on the list of any of the clerks, it was casy t 
assume that it was not being presented to the customer 
And incidentally this 
form of test has made it very plain to the salespeople 
just what they are selling, and as the buyer requires 
them to know the “why” they can sell intelligently and 
tell a woman that the five best selling colors in the sho; 
are as follows—and even display them. 

At the beginning of each season the salespeople not 
only have the test as outlined, but are given definite in- 
structions in color selling in relation to shoe tones ant 
hosiery color requirements ; in the color trend in clothes 
and the hosiery to go with the fashionable sports colors 
and in hosiery that will carry out the general tlieme 0! 
shoes and apparel. This enables a clerk to suygest ! 
a customer who may be in doubt as to the color s 
wishes, the possible shade that is required. 
knowing what to help the customer buy has been 
factor in building up a reputable business w 
prestige. When a color such as Mecca was 
rage the cause was known . directly mat 
shoe, but if the clerks had not known this 

[TURN TO PAGE 158 
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Amodernistic setting ex- 
ploiting children’s and 
misses’ hosiery at the Mac- 
Dougall-Southwick Store, 
Seattle, Wash. 


GRABBING OFF THE SCHOOL TRADE 


> 


OSIERY for the kindergarteners—for the in- 

betweens—and the sophisticated collegians. What 

a field there is to supply when the school bell 
rings the first of September. 
secure your full share of this trade? 

For the in-betweens no better way could be imagined 
than the letter sent out by the C. & R. Stores, Picayune, 
Miss. Children in the lower grades do not receive any 
too many letters, and a personal letter addressed to them 
will receive far more attention than when sent to an 
adult. This letter showed at the top a hand ringing a big 
school bell, and the caption “Little Heart to Heart Talks 
to School Boys and Girls.” The letter was short and 
the contents easily digested : 


How are you going to 


Dear Young Friends: 

The long summer vacation is over and now your 
thoughts go back to school. Well, here is a chance 
to find one bright spot in returning to school. We 
want every boy and girl in primary and grammar 
school to come and register when you enter school, 
and we are going to offer some prizes for the best 
report for the first month. Now, it is for you to 
work hard and get on the Honor Roll. 

We are offering a special price on school hosiery 
for all, during the month of September and Octo- 
ber—and with every $1.00 purchase of these hose 
we give free a Buster Brown tablet. 

Yours for service, 


The collegiate miss should be approached from the 
standpoint of chic and style alone. She cares little about 
price, provided the hose are swagger, and of the latest 


approved shades. Newspaper advertising will appeal to 
mother, who must pay the bills, but Miss Collegiate her- 


HOSIERY AND ACCESSORIES 


> 


self must be sold on the hosiery by appearance, and for 
this nothing is so effective as a smart window display. 
No better example could be imagined than the modern- 
istic setting of MacDougall-Southwick, Seattle, Wash. 
The ‘floor and background were of midnight blue, with 

This had 
a series of narrow ledges, spot lighted from above, 
on which were leg forms with sheer hosiery in all the 
latest shades. 


a large diamond of gray on the rear wall. 


Several vases of flowers added to the 
Against the diamond were shown 
two wooden figures of girls holding boxes of gift ho- 
siery. On modernistic black pedestals were other leg 
forms, while draped over racks were hose of all the 
popular shades. 


attractive appearance. 


Beside each black pedestal was a vase 
of pink rosees. 

Cooperative advertising can be made very effective 
at this time of the year. A number of merchants can 
make a bigger splash, and at a much reduced cost to 
each individual. 
nouncement made last fall by a group of merchants of 
Springfield, Il. 
their ad in the outline of a huge slate, at the top of 
which was printed: “School Days Start September Ist.” 


A splendid example of this is the an- 


They took double space and inclosed 


Down the center of the page was a complete list of 
books required for each of the four years in the Spring- 
field High School, while the balance of the ad was given 
over to featuring school books and apparel. Green- 
berg’s made a specialty of a certain brand of hose and 
shoes, and offered a Webster dictionary and pencil box 
free with each pair of shoes, or hosiery to the value of 
$2.00. 
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SS 
THE MARKET SHO 


1—Combination rayon and Celanese sock, with mercerized top, heel and 
toe, and carrying a spiral Paris clock. Comes in a number of base colors 


with white or contrasting clocks—David M. Conn. 


2—Ilimported English, hand framed, full fashioned, all wool sock with 
Argyle clock, produced in six different combinations of colors on navy, 


tan and gray backgrounds.—Iimported by Taylor & Watson, Inc. 


3—This 51 gauge chiffon, ingrain stocking is made with a new extra long 
clock of unusual design. Available in eighteen of the most popular day 


and evening shades.—Conrad Hosiery, Inc. 


4—Meshes are still highly popular and high grade meshes will carry over 


into the winter season. A new diamond mesh number just put into the 


sample line of the Lehigh Silk Hosiery Mills. 


5—The search for new clock ef- 
fects is still on. Here is one, 
named the “Lightning 
Clox,” which comes in 14 

shades, with the clock 

in black. — Finery 

Silk Stocking 

Company. 
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ME NEW IDEAS 


6—For dress or boudoir wear, the silk anklet is destined to be a popular 
number all winter. This is a new “Rosaine” all-over lace number which 


comes in ten new shades.—Rosenhain Company. 


7—Tots wear “Socklets.” This is an imported number, full fashioned, 
lisle, carrying circular stripes and plain heel and toe. Maize, sport blue, 
reseda and cardinal red—Van B. Moler. 


8—The bigger the mesh the smarter the hose. A new, coarse mesh 
number, all silk, full fashioned, which comes in all the new strect and 
sport shades—Krueger-Tobin Company. 


9—Pointed heels still hold forth. A new three-point stocking known as 
“Twin Heel,’ which comes in black on three shades or self-colored on a 
range of 20 shades.—Julius Kayser & Company. 


10—Known as the “Ensemble” 
this new stocking carries both 

a shadow clock and French 
heel in black and self 
color—10 of each. 

Made on the new 

spiral machine— 

Society Maid. 
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Ensemble ! | Retailers _A cclaim my /S7! 


} Mr. R einhar res] t 
| French Heels and Shadow Clocks etic “a rm 


A new idea. A new stocking. Exciting an Hall \ark e in i 
immediate response in the ensemble vogue. 
A fine tailored chiffon. Silk to top. Spe- | OLLOWING the introduction of th fectiv 
omen d age al gall —cmggall : FA itosiery Distributors’ _Institut Halll tend w: 
Clock and high, narrow French heel in self F Mark through a campaign of pu 
or black ensembles. Ten popular shades in x to the trade, respective members of thi TOU = 
each. c immediately started making shipments with the ship 1 
at ye f, symbol on the goods. j Reinhi 
Self color clox and heel j son M 
Ruby | 
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Pale Rose Afternoon aie This merchandise in considerable q: antities 
All Sable ’ . ; 
tal at Mabe ve has already found its way to the consutiier at 
arson ela tee / “ the reaction is being made manifest in the resifersonall) 
Ruseite Me..600~ ‘3 It is claimed that without exception retailers fis situat 
89.50 per dozen F ry si . ie @ dar 5 ——— f j - 
Gch ds ond Gat / , clared themselves strongly in favor oi ts use fio adopt 
renee Crystal Beige cause the consumer shows a quicker rea:liness fhest int 


N re " trey rf P - 
a 1g a - the absence of all doubt as to the fir _ qualitfl to the 
ee Alt Bebe fy hosiery and because the retailer himself for §}.. of m 


Coronado Wrought Iron - - . ° °.° - 
Retail time can ignore the price competition of sub- 


Society Maid 1.00 offered as firsts. re seems 
Hosiery Co., Inc. and 1.19 There can be no blinking the facts that tf Institu 
354 Fourth Ave. . : selling of unmarked seconds at a price that ql" ¢W © 
Delivery 2 weeks : ¢ “ . ; of ful 
New York rom dite 46 coder the value of firsts is a serious problem in the JF ‘ 
today and it is being conceded that the plagore and 
Hosiery Distributors’ Institute is by far the gjatry. 











ee we only ca 


Ask A Fedden Buyer! 
EDDEN BROTHERS | right shoes—Y ow'll fl yle R 
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rn ee ee Just suppose a merchant tried to h 
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. about the satisfaction of 
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Hosiery siery section is almost a public utility re B’ 
oe My that it 
Its service is indispensable. oa 
‘ . ¢ + Bee of the 
—And its profits are just as satisfyingp,,,, 7) 


FEDDEN BROTHERS COMPANY, Inc. the Ruby 


392 FIFTH AVENUE, NEW YORK 2) i al ’ 
(At the Northwest Corner of 36th Street) IW] OSier RSON N 
qQ . sii New York 


MILLS AT SHILLINGTON, NEAR READING, PA. 
Mills: P. 


Elliott Hosiery Co., Inc. 258 Fifth Avenue, Ne 8: Paterso; 
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eident of the 


- Inc., believes 
e in industry. 
fective 


tend with the evil. 


In 
ship i1 
Reinhard C. Huettig, 
jn Mutual Hosiery 


method that has been devised to con- 


iscussing the question of his member- 
the Hosiery Distributors’ Institute, Mr. 


President of the Pater- 
Mills, Inc., makers of 


Ruby |:ing Hosiery, makes this statement : 


rsonall 


feel that the ‘hdi’ Hall Mark will cor- 


; situation and if in holding this belief I neg- 


9 adopt 


ind sponsor it, 


I would not be serving 


hest interest of my customers nor would I be 


to the 
brs of m 


life. 


re seems little question 


ndustry to which I have devoted the 


but that the plan of the 


‘Institute is already strongly established and 
in new membership among our leading manu- 
sof full fashioned hosiery as its merits are 
ore and more manifest in the retail stores of 


” 
mtry. 
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In Step with Fashion 


UBTLE 


and 51 


shades, 


are skein dyed! 


ARRIS 
carry a note of distinction . . 
a mark of prestige . 


Ingrain Hosiery 


Hosiery Department. 


Send for Samples and Color Card! 


Created by: 


Harris Silk Hosiery Co. 


Springfield, Mass. 
NEW YORK OFFICE: 


389 FIFTH AVE. 


LEE & COWAN, Selling Agents 


enhancing the 
beauty of the smartest Fall shoes 
. are to be found in HARRIS 45 
Guaranteed gauge 
chiffon hosiery . . 
not fade into lifeless hues, for they 


ingrain 
. colors that will 


will 


to every 
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Hosiery 


(Style 4500) 


as nominated by the 
committee to comple- 
e smart shoe fash- 
troduced at the Shoe 
ather Fair. The crit- 
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ithe distinctive quali- 
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g of the mannikins. 
tuns will go below 
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BU ALT) 


Hall 


Marked 
Style 4500 


Chiffon silk from picot top to toe. 
Extra fine gauge, extra sheer. 
Pure silk sole and French heel. 
To retail for $1.95. 


RSON MUTUAL HOSIERY MILLS, Inc. 


New York Sales Office: 


267 Fifth Avenue 


Mills: Paterson, N. J. — Philadelphia, Pa. 
8: Paterson, N. J., Chicago, Ill., and San Francisco, Cal. 
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The satisfaction invariably experienced by 
Triumph customers is born of continuous high 
quality plas the contident knowledge that 
Triumph presents the newest notes of the mode 


FULL FASHIONED SILK STOCKINGS 
CHIFFON AND SERVICE WEIGHTS 


Manufacturers of Full ‘Fashioned and Spring Needle Silk Stochings 


LONG LENGTHS OUTSIZES 


NOVELTY HEELS 


IN A COMPLETE PRICE RANGE 


TRIUMPH HOSIERY MILLS. x. 


902-10 BROADWAY -NEW YORK ® Mills. Philadelphia and York, Pa 
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BET CUSTOMERS PICK YOUR STOCK 


By R. N. SAUDER 


+ 


confront a hosiery department, 

especially those which have to 
do with keeping the stock up-to-date 
and anticipating the customers’ de- 
sires, have been surmounted by one of 
the Philadelphia specialty shops by a 
system that has the cooperation of 
the girls behind the counter. 

Every girl is given a supply of 
slips that are known as “call” slips, 
with ruled-off columns and on these 
she notes all the calls she has during 
the day for merchandise that is not 
in stock. Sometimes, of course, they 
happen to be out of a color or a weight, but even in 
these cases, the information collected is valuable, because 
it shows just which colors and weights are the most 
popular. 

In the case of mesh hose, for instance, nobody knew, 
from the merchandise office down to the stock girls, just 
how popular this item would be. A blind plunge into 
a big stock of them might result in a big loss, and stock- 
ing too few would send the business somewhere else. 

The demand started rather early, and calls for mesh 
hose were registered on the slips even before they were 
in stock. People had read of them, or heard rumors— 
this was a year or so ago—and they wanted to see what 
they looked like, and to be the first to wear them. 

The buyer felt that his ear was to the ground. Mesh 
hose were indicated. People were asking for them in 
street shades, whereas they had been selling as an eve- 
ning item for some time past, in the very pale shades 
and in silver and gold. 


Seni of the difficulties which 


a a sinkle week there would be as many as 
25 calls for mesh hose in street shades—and quite 
an order went forward. 

Early this season, every couple of days somebody 


would ask for white mesh hose. These were in stock, 
but not in very large quantities. They were desired for 
weddings, and for graduation especially. White meshes 
were put in to supply a future demand, and when it 
came to graduation season, beginning around the end 
of May, and for graduation gift time, white meshes were 
to be found in this store in a bigger range than in 
almost any other. Preparedness had won the day. 


+ 


So it was with the darker shade 
for Spring. It looked a little risky 
but calls drifted in for the metallj 
shades and for browns that used t 
be identified with Winter shoe 
They were stocked quite early, an 
the department cleaned up. 

This department has been doing 
big, flourishing business on lisles, ig 
novelty mesh and plain. It heed 
the calls when the Southern trad 
demanded them, and was all ready 
for the Northern Summer. It noted 
that so many girls asked for blue lisl 
—and is selling them now, alon 

with the neutrals. 

Discretion must be exercised, too. There are certai 
numbers which are proved not to be good sellers, and 
they are moved out as fast as possible. It is frequently 
the case that the minute they are no more, someone ; 
sure to come in for some. They are never re-stocke' 
even on the say-so of a half a dozen people, becaus 
the line didn’t pay in the first place. It may be, how 
ever, that some novelty was put in and advertised to 
soon, and the real demand springs up after they are ou 
of stock. In such a case they are speedily re-ordere 
if the barometer points that way. It is all a matter oi 
judgment, however, and hard and fast rules mean dis 
aster in this, as well as in many other cases. 


T is, too, in the case of novelties that are very ea 
treme to be handled with discretion. Recently, 

woman entered the department and asked, “Have you 
the stocking with the little bracelet woven in it, such a 
so-and-so is showing?” The answer was no, and the cal 
was noted, but this novelty was not stocked. In th 
first place, the department is not large enough to inclu’ 
every novelty that comes out, and in the second place, thi 
proved to be only an isolated demand. 

The use of these call slips enables the department \’ 
keep its finger on the pulse of the buying public. Am 
slight change in the buying temperature is noted ané 
the case can be accurately diagnosed. It practically put 
the customers in the position of buyers for the depart 
ment, with the added assurance that practically every 
thing that is bought will be sold. There is nothing like 
knowing what your clientele really wants. 
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Ch _——? IS YOUR HOSIERY 
STOCK GOOD. FAIR 
OR IMPOSSIBLE ? 


> > > 


































- shades r By ANNE R. HUFF 

t risky In charge of the hosiery section of the Frank Werner 

metalli Stores in California 

used tg 
shoes 


rly, aal the right proportion of sizes, but if the colors are wrong, 


the entire stock is wrong. Unless all the foregoing are 


doing 3 right, the stock is sure to be in either the Fair or the 


i sles, if 
heeded 
n tradd 
1 ready 
It noted 
ue lisle 

alon 


Impossible class. 

Time spent in analyzing the stock on hand, weighing 
it with the current demand and taking into considera- 
tion the element of the immediate future, is time well 
spent. Many times a sudden flurry in a color which 
catches a whole community unprepared, leads to dis- 
astrous results when all the stores fill their shelves 
with this particular shade. Ofttimes the demand ceases 
before the goods are in stock. A thinking out as to the 
reason for the demand will save many dozens of stock- 
ings going on the bargain tables or even to a worse fate. 

a= stock may be divided into three classi- The sooner a buyer faces the true condition of a stock, 


 certal 
ers, and 
>quentl\ 
1eone | 


stocked fications : the Good, the Fair, and the Impossible. the better it is for all concerned. Dead stock is dead 


It is the preponderance of merchandise in one stock. The sooner it is out of the house the better. 
of those divisions, that marks the success or the failure Stores handling the better stock of goods are properly 
of the one merchandising the stock. afraid to offer “Impossible” merchandise to their trade, 

There are several important elements which enter into even at a ridiculously low price. It is much better to 
placing a stock in the “Good” column. For example, the sell the undesirables to some job lot dealer, or even drop 
price range may be right for the store, the grades right, [TURN TO PAGE 153, PLEASE] 
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An ideal window exploit- 
ing the clearance idea. 
The archery target with 
its bulls-eye marked 
“Box Special” and the 
arrow with the price, 
$1.25, hit the mark in 
the eye of the beholder 
of this window. Whiic 
the window is not over- 
crowded with hosiery, 
the clearance idea is 
furthered by its gener- 
ous use. 1. Miller & Sons, 
New York 
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WINDOWS THRAGA 


Dining and dancing is the theme of t 

window at Arnold, Constable & Compaiy, 
New York. Dancing slippers, perfume and 
costume jewelry in addition to the life size 
figure in an evening frock carrying ‘he 
dancing atmosphere. In addition to this thi 
display fixtures are of a light, grace/ul 
nature 




















This window was 
used by Stern Bros 
New York, to intro- 
duce a new chiffo 


et f you 

number. It is ideal! nother ; 
its balance and in it osiery t 
i ania’ 7 
two toned neutl Franbliy 
background dé ! rany, 

. . bad , - 
modernistic si yli low, 
Background, r aised worked 
Lieitorms and ve ackgro 
the fixtures « ( the co, 


one who can ha:dle 
saw and ham er 


adil) 2 any- ' 
readily made by a y- weed | 


nent ; 
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ord & Taylor, New York, are famous for their 
yell balanced display windows. Light, graceful 
wrought iron fixtures, a few pairs of hose, four 
pairs of shoes and the “Fashion Book” which this 
house favors, are the only materials used in this 
trim 





Was 

v0S 

ntro- 

ufo) f you think there isn’t 

eal “ mother new way to drape 

a hosiery tak e a look at this 
ae Franklin Simon & Com- 

eu pany, New York, win- 

yle. lw. The hosiery is 
sat worked almost into a 
= ackground, following 
- the contours of the 
any cwved lines in the per- 


ment wall of the win- 


' 
ay 
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At first glance you might think 
this Russek, New York, window 
is exploiting French hosiery. 
You are wrong, it is American 
hosiery, but, as the card explains, 
“as symbolic of Paris fashion as 
the Eiffel Tower,” because of its 
colored clock. The sky blue back 
and side drop, with painted trees 
as a lower border and the grass 
mats covering the floor give a 
distinctly natural look to this 
display 
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OME TIME ago, the hosiery department of the 
. Ideal at Birmingham, Ala., hit upon a direct mail 

advertising scheme that showed unusual results 
from the beginning. Within twenty-four hours after 
the letters were mailed out the results started coming in, 
by telephone. 

The scheme consisted of enclosing a letter with the 
monthly statement to owners of charge accounts at the 
store. The letter explained to the customer that the 
Ideal had unusual hosiery values in its department and 
that it would pay the customer to investigate. Often the 
letters gave prices and descriptions of the goods. It was 
in this case that results by telephone began to come in. 

“Often we get calls from customers over the tele- 
phone which came directly from those letters we en- 
closed with the monthly statements,” according to Mrs. 
Mattie Lee Hill, manager of the hosiery department. 

These letters are not enclosed with the monthly state- 
ments every month. To do so would ruin the advertis- 
ing value, according to Mrs. Hill. 

She believes that’s sound reasoning, too, for when a 
customer opens the envelope containing those monthly 
accounts she gets accustomed to finding the sales letters 
in the envelopes with the statement. That is, of course, 
if they are sent to her every month. And so Mrs. Hill 
has pulled one over on the public. She encloses one of 
these sales letters in the monthly statements just about 
every two or three months. 

“In this way the customer is almost sure to read the 
letter,” Mrs. Hill explained. 


Y enclosing the letters with monthly statements Mrs. 
Hill is increasing the possibilities of their being read. 
Everyone opens envelopes that look like bills. It is 
only natural and might be called a trick of human nature. 
And so naturally they read the sales letters that go 
with it. 
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MAIL ADS BRING PHONE ORDERS 


Letter in Monthly C harge 
Statement Turns the 
Trick 


ad od oe 


“Not only that but it saves us a lot of money on stamps 
envelopes and time, in not sending out separate letters, 
Mrs. Hill said in explaining why she preferred th 
method. 

Her hosiery department is located near the slice ¢e. 
partment and also the front door, and on the riglit hand 
side as the customer enters, so naturally the public mus 
pass by it. 

“This is the best location in the entire store jor thy 
hosiery department, Mrs. Hill said. “It’s on the righ 
hand side of the door and is near the shoe departmen 
which in itself has brought us a lot of business recently. 

Everyone passing by is reminded of hosiery needs 
and four out of every five that come to the store enter 
through the right hand side of the building, on their way 
to the departments upstairs. 





















S the customers pass by they see the hosiery depart 
ment and that reminds her that last month she re 
ceived a letter from them inviting her to look the stock oj 
hose over. Well she does. Maybe she buys something 
Maybe not. Anyhow, direct mail advertising might no 
have brought her into the store but the location of th 
department reminded her that she had received an invi 
tation to visit the department. That’s another point i 
choosing a location, according to Mrs. Hill. 

The department also maintains a large list of wha 
Mrs. Hill calls cash customers. Those customers are th 
cream of the crop and for these customers somethin 
special has been arranged. It is merely a postal car 
which tells them of special bargains that are put on sal 
every now and then. These customers are given thes 
little tips and they seem to appreciate them, too. 

But when Mrs. Hill wants to put a little personality 
into the matter she gets to work with the telephone an 
calls up the “cash customer list” and tells them of specia 
events in the department. 

But the direct mail campaign used with the cooper 
tion of the credit department has built up a wondertu 
business with the charge accounts. The store handle 
something like fifteen thousand charge accounts at 
every three or four months each one of these cr dit cus 
tomers gets a letter from the hosiery department 0! th 
Ideal. 

Yes, it has paid the Ideal for sometime to carry on thi 
campaign. In fact, it is the cheapest direct miatl cam 
paign known. 
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, Mistery 1 
. Breezee 2 
. Sun Tan 3. Sun Tan 
| Pearl Blush 4 
, Champagne 5 


THE COLOR TREND 


AS REPORTED BY LEADING MAKERS AND SELLERS 


ALLEN—A 


D Shell 1. Naturelle 


French Nude . Shell 
Shell 3. White 


ARROWHEAD 


. Mistery 


. Breezee 


. Pearl Blush 
. Champagne 


ARTCRAFT 


Sprite 1. Sprite 

2. Sun Burn 

3. Petal 

4. La Mode 

5. Creme de Peche 


Sun Tan 
Mid Tan 


La Mode 


BLUE MOON 


Sun Tan 1. Grain 
Grain 2. Sun Tan 
3. White 
4. Seasan 
5. Naive 


Atmosphere 
White 


Seasan 


CORTICELLI 


Nude 1. Nude 
Bisque 2. White 
Pastel Nude 3. Bisque 


DEXDALE 


Samoa 
Harmony 
Charmante 
Bubbles 
White 


. Samoa 
. White 
3. Harmony 
. Bubbles 
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3. Pearl Blush 3. Pearl Blush 
. Mistery + 
>. Sun Tan 5 


. Grain 
. Claire 
3. Blond d’Or 
. White 
. Champagne 


. Nude 

. Atmosphere 
3. Sun Tan 3. 

. Champagne 4. White 

. Pearl Blush 5. 
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FINERY 
. Allure 
. Grain 
. Mistery 


. Sun Tan 


GOTHAM 


. Sun Tan 1. Sun Tan 
. Creole Tan 2 
3. Seasan 3 
. Peach Glow 4. Black 
. Grain 5 


. Grain 
3. Seasan 


. Tan Skin 


HARRIS 


. Dueotone 

. Eperney 

. Indian Skin 
. Sun Burn 
. Turf Tan 


HOLEPROOF 


1. Grain 
2. White 
3. Champagne 
4. Claire 
5. Blond d’Or 


HOLLYWOOD 

1. Pearl Blush 

2. Flesh 
Atmosphere 


Mistery 


KAYSER 


. Naturelle 1. White 

. Chateau 
3. White 3 

. Patio 4. Nude 

. Bareskin 5 


2. Naturelle 
3. Chateau 


5. Patio 


KRUEGER-TOBIN 


. Sun Tan 1. Sun Tan 

. Sun Bronze 
3. Nude 3. Lido Sand 

. Pastel 4. Allure 

. Beige France 5 


2. Sun Bronze 


5. Honey Beige 
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3. 
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. Sun Burn 
2. Ochre 
3. Grain 

. Nu Tan 

. Eggshell 


. Lido Sand 
. Hoover Tan 2 
3. White 3 
. Atmosphere 4. Nude 
. Nude 5 


. Skin Blush ] 
. Sun Tan 2 
3. Barcelona 3. Manon 
. Beige 4 
. Beach Tan 5 


. Autone 

. Eggshell 
3. Pale Rose 

. White 


. Sun Tan 


Service 


MOJUD 


Bambon 
. Atmosphere 


Atmosphere 5 
2. 
3. Sun Tan 
4 
5 


Sun Tan 
. Naive 
. Grain 


PYRAMID 
(Sheer Ingrain) 


. Wood Follow 
. Vida 
3. Sunset 
. Eggshell 
. Pompadour 


REALART 


. Grain 
. Ochre 

3. Sun Burn 
. Eggshell 
. Nu Tan 


ROSENHAIN 


1. Lido Sand 
. Hoover Tan 
3. Atmosphere 


. White 


RUBY RING 


. Barcelona 


. Sun Tan 


. Mistery 
. Lido Sand 


SOCIETY MAID 


. Autone 
2. Eggshell 
3. Sun Tan 

. Grain 
Allure 5. White 


TITANIA 


1. Mistery 
Atmosphere 2. Grain 
Pawnee 3. Breezee 
Spanish Nude 4. Sun Tan 








FALL BAGS TAKE ON 
NEW IMPORTANCI 











ELVET, suede cloth. ay 
brodcloths, and high 4) 
luxury fabrics introduced {i 
for Fall, 1929, call for the natur 
complements of suede shoes ap 
bags. Because of the more feminin 
silhouette, with its flares and insert 
and the important place the luxuy 
fur is taking in the correctly fash f 
ioned ensemble, the hand-bag mus 


The tailored type of 

bag of Calcutta lizard 

tailored in semi-mod- 
ernistic design 












Another tailored bag 

—this one of black 

calf and suede 

trimmed with black 
nail heads 





be very carefully styled and proportioned P 
This season the vogue of entire costume matching ha 
passed. The blend, rather than the exact match, is ; , 
> new style pulse. Sometimes the fur and shoe match, ; hop of 
sometimes the shoe is the accent for an entire onc-colofeyelatio: 
ensemble, such as a shoe of a light shade of brown wit The j; 
a blue costume, or a black and green shoe with a greet 





teresti1 

one a . " _ - ‘ of 2 
costume. In this case the bag would carry some of th#hinute q 
accent, and the beads on the neclfhan. of 


This type bag is of a 


. would also take up the color. . 
more dressy family, ; I ark, 


employing suede and The tweed and overflecked cost From 
snake skin in novel tume takes an entirely differenf}.. 4, , 
design type of bag and shoe than cles the iling li 
afternoon costume. The tweed ith. ever, 

Tailored and modern- its town styling is naturally wor edt. 


istic is this bag of 


rj i > Consequentl : 
gunmetal kid with with a tailored shoe. Consequentlg§l... iy 


the bag must embody the same char 














cleverly styled gray achine 
silk kid inserts acter. It should have a tailore 
clasp of some metal, and banding 
or inlays of very definite character, to take the place of 
the marcasite and folded corners of the luxury bag. The 
marcasite clasps make the bags highly exclusive and ard 
used when the ensemble is of a transparent or luxury 
fabric. The important thought in buying bags t 
suit a discriminating clientele is “is the bag in the 
character of the clothes?” and “will it complement some 
accent in the new costumes ?” * into 
3 : ; , re 8 ty &s 
Genuine lizard effects are important as trims for tha" - iad 
ih iaialit ache, semi-formal type bag as are the all4F 7 a 
‘4 Gf : . . usually 
ous bag of blue suede over lizards. Wri, 
. z . . Waelandise 
with an unusually Suedes and velvets in pouch aa ( 
beautiful — marcasite or the new vagabond, sot pouch 101 
buckle ee . tule for ‘he FallgeW¥8 so 
effects are high style fi all 
- . z ora Even v 
season. The importance e gral 
“Vae ” F . eo thee 2dvante 
— pouch fur should bring to the e the . ; 
type with marcasi lizardBeeet 
ype with marcasite black bag or black with izatd 
clasp. Contains con- Aha '  tyrinoseS OWN m 
cealed pockets and ener ~erneete ' Booms in | 
key rings out gray beige tones. 
- OSTER 
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ENED primarily as a retail experimental sta- 


hing ha tion where information regarding Knitbac re- 
tch, is pair will be gathered, the new Atlantic City 
natch, offhop of the Gotham Knitbac Service Company is a 
me-Coloffeyelation in modern store design. 

Wil Will The interior is treated in blue and silver, and this 
a QTeiiteresting color combination is carried through to every 
ie of ththinute detail. The interior, designed by Sippel & Com- 
the nec any of Baltimore, uses as a motif the Knitbac trade- 
lor. ark, 

ked COS@ From the trademark line inlaid in the linoleum of the 
differetf¥oor to the trademark used as a freize just below the 
does the tiling line, this dominating, interesting shape meets tl:e 
tweed if. everywhere. 

lly wort 


Inside this store, on a raised platform, are three sep- 
rate Knitbac operating units. The first is a single 
achine installation with all the equipment to properly 


sequent] 
me char 
tailored 
banding 
place of 
ag, Th¢ 
» and arg 
r luxury 
bags t 

in the 


nt soma 





hem into the bay. The fact that the hose costs from 
I8 to $50 a dozen has little to do with the disposal of 
- The acceptance of a junk man’s offer of 15c. a pair 
S usually better business than trying to sell this mer- 
andise over the counter at 49c. 

The foregoing makes it plain that the keeping of stock 
own so that it will not accumulate is a vital necessity. 
Even while Miss Huff does keep records, she finds 
advantageous to keep a close watch over the stock 
elf. A dusty box in the corner of the stockroom tells 
sown mute story. Watching the corners of the stock- 
Poms in her principal in-door sport. 


f¢ yr the 
the all 


pouch 
pouch 
e Fall 
e gal 
re the 
lizard 


brings 
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NEW ATLANTIC CITY ATTRACTION 


operate a repair department for the small retail store. 

In the second unit is an installation of two machines 
with their attendant equipment, which is recommended 
for the store doing about one hundred thousand dollars 
The rest of the 
platform contains an installation which is recommended 


worth of hosiery business annually. 


for the large department store, where factory produc- 
tion methods are used, and repair production is stimu- 
lated by efficient layout. 

These three units are all operating in an effort to gain 
for the Knitbac contract holders practical, tested facts 
which will obviate expensive experimenting for the in- 
dividual store. Every point which is found to be help 
ful here, whether it applies to production of perfect re 
pair work, or to the best way to make customers buv 
more expensive hosiery, will be passed on in a series of 
bulletins. 


oo ie 


if YOUR HOSIERY STOCK GOOD, 
FAIR OR IMPOSSIBLE? 


[ CONTINUED FROM PAGE 14/7] 


Three months is the dead line on any pair of hose in 
any of the five Werner shoe stores. If a hose is a high 
It is 
always necessary to have a goodly sprinkling of these 


style number, its store life is not over thirty days. 


novelties for prestige purposes, if nothing else. These 
however, are watched over so carefully, for it is the most 
natural thing in the world for the girls to lay them in the 
bottom of some drawer just as soon as the newness 
wears off. 

Then it is the buyer’s job to see that they are put on 
the counter at a price. An extra inducement is usually 
tacked on so as to keep the girls’ memory fresh. 


CHIFFON 


SILK~TO~TOP 


PANEL HEEL 


TO RETAIL 1 50 





Iron Clad 922 


is a Full Fashioned “Silk to the 
Top” Chiffon style with Panel 
Heel. It has a silk plaited foot 
and comes put up three pair in E voper, | 
one size and color to a_ box. 
fies - =. nill recen 


Nad 
Knitti 
purchasec 


Black Reveree 
Atmosphere Cuban Sand 
Skin Beach Tan : oa 
Grain Manon — Charles 
Pearl Blush Mistery lirector 
Pastel Parchment Breezee “_ he decis 
Evenglow Suntan Bae 
Light Gun Metal Sunbronze j 4 tattanoo 
Mirage White }: ae ’ : to do wit 
oa : Mr. Pulli 


Immediate Delivery Milwauke 
een one ¢ 


$12.00 a Dozen — 4 iuture plat 


Order a sample dozen of this 
number TODAY 


Cooper, Wells and Co. BOB the Mil 


250 Broad St., St. Joseph, Mich. - a. 


Manufacturers of Full Fashioned and 5S. L Hosiery mroducti 
at St. Joseph, Michigan, and Decatur, Alabama . es af Bs a roduction 
Manufacturers of Quality Hosiery for Fifty Years if eam, full 





Ss Seam | 
omes in t 
only, Ady 
lorris Ro 
better appe 
bid a tend 
dlling and 
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N a deal involving more than $2,000,000 the Cadet 
Knitting Co. of Philadelphia and Anniston, Ala., has 
urchased Cooper, Wells & Co. The deal involves the 
ooper, Wells plant at St. Joseph, Mich., and the new 
ill recently erected at Decatur, Ala. 


xy 


Charles P. Pulliam, has resigned as vice-president and 
director of sales of the Everwear Hosiery Company. 
e decision of the board of directors to operate from 
attanooga, Tennessee, is reported to have had much 
0do with Mr. Pulliam’s withdrawal from Everwear. 
Mr. Pulliam came from the Rollins Hosiery Mills to 
Milwaukee two and a half years ago. He has for years 
heen one of the outstanding men in hosiery selling. His 
iuture plans as yet have not been determined. 


XY 


The Miller Hosiery Company, 330 Fifth Avenue, New 
lork, with branches in Chicago and San Francisco, and 
nills at Beth Ayres, Pa., has perfected and now has in 
production a Romilla smooth seam hose, a patented new 
sam, full fashioned stocking, featured by a flat, ridge- 
$s seam of lattice-like construction and character. It 
omes in the leading shades for Fall, in chiffon weight 
nly, Advantages of the new flat seam, according to 
lorris Rosenblum, vice-president of the company, are 
etter appearance, more comfort on the sole of the foot, 
iid a tendency to keep the back seam up the leg from 
olling and so twisting the stocking. 
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The first detailed presentation of a uniform cost 
system for manufacturers of full fashioned hosiery has 
just been published by the Howes Publishing Company, 
90 William Street, New York, N. Y. John Nash Mc- 
Cullaugh, managing director of the National Associa- 
tion of Hosiery and Underwear Manufacturers, is the 
author of the book, which is being distributed free to 
association members. Non members may secure copies 
from the publishers at $10 each. 


xy 


A new addition has been made to the present line of 
Larkwood Vamp-Toe Hosiery in style No. 850. 

This is an all silk service weight hose made with the 
‘“Larkwood Paisley Picot Edge” and Larkwood “Run- 
Lok.” The idea behind the new style is a combination 
of beauty and utility. Heretofore most service weight 
stockings were made with the cotton behind the silk welt, 
but this style is silk throughout. 


XY 


A. L. Ullman, sole selling agent for Lansdale Hosiery 
until the consolidation of the Lansdale plant with the 
Interstate Hosiery Mills last February, is moving his 
offices from 389 Fifth Avenue to the Interstate offices 
at 232 Madison Avenue, New York, where he will be in 
charge of the Lansdale Division of Interstate. 
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A VACATION WINDOW 





OTHAM recently put across this clever “vacation” 
hosiery window in which a weather vane, with the 
four directions, east, south, west and north carried out in 
cut-out cardboard painting of a ship, golf course, moun- 
A few pairs of hose, some vacation 
folders and a group of miniature trunks, hat boxes and 


tains and seashore. 


suit cases completed the trim. 


XY 


Lehigh Hosiery Mills have added three new numbers, 
one each in service, service sheer and sheer weights, with 
lock-stitch open work band at the hem, lisle plated foot 


Ky 


Paterson Mutual Hosiery Mills have added four new 


and narrow panel heel. 


colors—naturelle, caprice, neutral and skin tan—to its 


latest color card issued for the balance of the summer 
season and for early fall. 










The shipping department of the Finery division of th; 
Interstate Hosiery Mills has been removed from Ea; 
Eighty-seventh Street, New York, to the mills at Lan; 
dale, thus centralizing the finishing and shipping ¢; 
Finery Stockings. 


XY 





Jesse L. McGarity, for many years Southern represey. 





itoriun 
tative for Rubens & Mayer, has been appointed South.f,., ic 
P nop 1S 
ern sales manager for the J. R. Beaton Co. and wi! hay orld’s 
charge of the company’s sales in Georgia, | ‘orid ; 
‘ “4 og ee i An in 
North and South Carolina, Louisiana, Mississipp', .\; he f 
me ; s the fi 
hama and Tennessee, with headquarters at Atlant ; 
ress th 
i Goth 
x etail cu 
lisplay t 
. . - “ “ 
Lace designs in the welt have been added to the Vangpad Or 
Raalte line of dip-dyed hosiery. These lace designs havemrade, a! 
been carried in the company’s ingrain line for some timefross se 
The company also has brought out a 34-in. stocking withfracted t 
two-color picot top. Another addition is an ingrain num-§ [ft js 
ber with small black heel and black and white picot toy tripe Si 
apacity 
Ky in the ( 
here. 
, ; , ; The o 
Westcott Hosiery Mills, Dalton, Ga., has added a 
‘ z Pair kreased 
four-strand sheer seamless hose with fashioned foot tf |. 
ta indicates 
its line, to supplement the three-strand bare-leg numbey 
; : tet? ‘ . Bmerchanc 
which is now in large production. New anklet so tweets 
uivertise 


numbers in rayon plated over lisle are to be added soo ss tna’ 
and later the company will bring out several new numg"> ?US™™ 
. . i 

bers in wool and wool mixture anklets. be cordiz 
all over 


be distin: 


Tl 
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one knew 
The sy 
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well does 


HE Society Maid Hosiery Co., Inc., New York, recently held a four day sales convention, the purpose beu When 

primarily to instruct their national sales force in the use of the Hall Mark, which they recently adopied. J why they 

L. Cohn, president, believed that this was necessary in order to effectively put across the national use of t's cer’. . . M 

fication of first quality full fashioned silk hosiery. A preliminary dinner was held at the McAlpin and s'\tcen ff to them t 
their leading salesmen were addressed at a dinner given at the Hotel Vanderbilt by Harry Einstein, 1gti 

director of the Hosiery Distributors Institute. This H. D. I. sales convention was brought to a close by » cru or colo 

around Long Island Sound on the “Liberty,” a former submarine chaser that has been equipped for pleasw@: + « but 

trips. On this cruise the sales force was joined by the office staff of Society Maid 
Hostery 
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NEW GOTHAM SHOD 
ON FAMOUS BOARD= 





a WALK 
N July 20, The Gotham Silk Hosiery Company 
j opened its second retail store in Atlantic City, 
located in the new twenty-million dollar Au- 
epresen-Mtorium Building at 2315 Boardwalk. The new Gotham 
| Southiop is one of the central attractions for visitors to the 
vil havell orld’s playground, Atlantic City. 
Flore An interesting departure from ordinary store design 
pi, Ale the fact that a distinct effort has been made to im- 
. ress the black and gold color combination—a feature 
; Gotham advertising for many years—upon every 
sail customer entering the new shop. The windows 
jisplay the many new shades and styles in “Gold Stripe” 
the Vanignd “Onyx” stockings which Gotham is releasing to the 
rs haveggrade, and they are planned to interest and attract the 
ne timefross section of the country’s population which is at- 
‘no withiracted to Atlantic City’s famous boardwalk. 
in num-§ Jt is highly significant that the demand for Gold 
icot tof 


tripe Stockings in Atlantic City has exceeded the retail 
apacity of the original Gotham shop, and has resulted 
in the Gotham Company’s opening this second shop 
there. 

The opening of the new Gotham shop provides in- 
Ikreased facilities for handling this growing volume and 


ulded 
foot t 
number ; , ae : ° 
is ail merchandise, interestingly displayed and aggressively 


ed Sool 


Ww num 


be distinctly worthwhile. 


IN 
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THIS COLOR TEST 
BUILDS SALES 


[CONTINUED FROM PAGE 140] 
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‘ . , " 
women would have been disappointed to think that no 
one knew the color they were trying to describe! 







The system as Mr. Stephens has worked it out not 
only shows what is the best selling color, but equally as 
well does it show up what is slow selling. 





When the slow selling colors do show up and prove 
why they are such . . . often from lack of suggestion 
-+ + Mr. Stephens talks with his clerks and suggests 
to them that whenever it is possible to sell these colors 
—or color—with satisfaction to the customer to do so 
‘+ . but at least to suggest this shade. 


hpi 
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indicates that if the retailer is equipped with proper | 


dvertised, no spasmodic fad can make inroads into 

his business. The visitors to the new Gotham shop will | 
be cordially welcomed, and the company’s retailers from | 
all over the United States will and that their visit will | 








The illustration shows our “Ne Hi’ 
Forms which sell for $6 a pair. 


These Forms Sell Shoes 
as Well as Hostery 


ETAILERS of footwear can gain much 

from using these attractive hosiery 
forms. Light and durable, gracefully poised 
to match the shapeliness of the well-formed 
human leg and foot, they sell shoes as well 
as hosiery. Fairy Forms are made in a 
standard 4B last measurement which enables 
you to use them for treeing shoes of that 
size. 


Here is an idea that representative mer- 
chants are using profitably. They take a 
pair of Fairy Forms and fit them with ho- 
siery—then they select a shoe that harmonizes 
and use it on one of the forms. About them 
they build their display. That it works is evi- 
denced by the large numbers of dealers who 
are using it time and again. Try it! 


Why not let us send you a few pairs? You 
may return them if they are not found sat- 
isfactory. If your jobber does not have 
them, write us. 


We make hosiery forms 
in the following models: 





Women’s Men’ 
Ankle Hi”. .$2.25 a pair ees 
bg _ a 4 +4 a pair “Calf Hi’’....$5.00 a pair 
e 5.50 a pair “Cal ” 
ea alf Hi’ Golf 
Thi a H 4 : 4 P séeves 6.00 a pair This shows our 
“Thi Hi” which 
can also be used 
~ with or without 
SHOE FORM CO. INC. shoes. 


Auburn, New York 


Fairy Forms are fully protected 
by American and Foreign Patents 





LES STOUT STURT EIS 
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KRUEGER-TOBIN CO., Inc. 
2 PARK AVENUE, NEW YORK 


“Style Originators and Sports Hose Creators” 


-  G 











FURS AND HOSE 


[CONTINUED FROM PAGE 138] 


have been in demand. Several manufacturers |; 
added 34-in. hosiery to their lines. This at a time y} 
a certain amount of nervousness in the trade has |, 
expressed because of the tendency of the fashion 
in Paris to foster longer skirts. Apparently long 
skirts and longer stockings form a paradox. Not, 
however. The longer stocking is a direct result of 4 
extremely short underwear that women have adopy 


Hosiery may be matched or 

blended with furs, shoes, bags 

and gloves or with any one oj 
them 


The point in longer stockings that distresses the pr, 
ducers is this: buyers apparently want them at the sa 
price as they pay for shorter stockings. Two or thr 
inches more of stocking is certainly worth more moneff; 


Prices 


Stocking prices in the primary market seemingly ha 
hit bottom and there is basis for the expectation th@) 
some slight advances may be made within the ne 
month or two. In other words, prices are likely to ; 
back where they were early in the Spring. The fin 
ness in the raw silk market precluded any further co 
cession, except on distress merchandise, which has bet 
pretty well cleaned out of the market by this tim 
Whatever overproduction there has been, has bet 
largely confined to low end goods. 

Direct to retailer mills are holding firm to their lis 
which have been recently issued. On these there we 
few price changes. Some reductions were made, pti 
cipally in pointed heel numbers. 
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Many Ffostery Manufacturers 


are merchandising as much as 





o/ of their sales 
O to shoe stores 


(oxsomers at the time of shoe buying 
are “foot minded’”’—thinking not only of the 
necessity for shoes but also of the proper hose to 
be worn with them. 


The shoe merchant is in the sweet position of 
being able to offer the shoe buyer at that psy- 
chological moment the necessary hose for the 
ensemble. 


For this logical reason shoe merchants repre- 
ape sent a profitable market for hosiery manufac- 
one ye turers. 


red or 


The shoe merchant has absolutely proved that 
he can sell in quantity men’s and women’s—im- 
ported and domestic—seamless, dipped, ingrain 
—in fact, all kinds of hosiery. 


Advertising in the 
SEPTEMBER 7th HOSIERY SECTION 


should be particularly profitable coming at the 
beginning of the tremendous fall and winter 
buying seasons. 





BOOT AND SHOE RECORDER 
Hosiery Division 


239 WEST 39th ST. NEW YORK, N. Y. 
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When you 


select your ‘ 


hosiery repair 


equipment.. Be sure that ay 
you will be a 

able to feature “ 

this mark: 


re. wa 
rated 


for it identifies the only 
machine method, it 
means flawless repair, 
and your customers 
will recognize and 


demand Knitbac 
Quality 


© 


(4) | 














GOTHAM IKKNETIBAC service - 
COMPANY, INC. Pi 
508 FIFTH AVENUE NEW YORK | 
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